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WRITE US FOR PARTICUIARS OF THIS POLICY 


WRITE FOR GENERAL AGENCY PROPOSITION 
AND TERRITORY 


ESERVE LOAN LIFE 


INSURANCE COMPANY 
INDIANAPOLIS, INDIANA. 


















































Left: McKin- 
lock Memorial 
Campus of 
Northwestern 
University. On 
Chicago Av- 
enue near the 
~ lake. Here are 
located the 
“dow ntown 
professional 
schools; med i- 
cal, law, com- 
merce, anc 
journalism. The 
main campus is 
in Evanston to 
the north. > oa 


School Days! 


WITH an army of full-time 


university students and another army attending 
evening classes, Chicago holds a foremost 
position among the centers of higher education. 


Enrollment in the city grammar schools last 


year exceeded 344,000. High school enroll- 
ment topped 88,000. Add to these the thous- 


ands studying for a university degree and you 
have a stupendous total. Chicago offers its 
youth wilicsiend opportunities for learning. A 
city is wise to have faith in its future citizens. 
Chicago believes in its young people and is 
giving them the best of training. 


ILLINOIS LIFE INSURANCE CO. 


ILLINOIS LIFE BUILDING CHICAGO 
Raymond WwW. Stevens, President 


1212 LAKE SHORE DRIVE 





















Elizabeth M. Cudahy Memorial 
Li brary on the north shore campus 
of Loyola age 
in June, 1930. . 


Dedicated 





South front of Harper Memorial 
Library, with section of Social 
Sciences building to the right. Part 
of the beautiful campus »f the 
University of Chicago. 


[ 
| 





Unique “roof campus” of De Paul 
University located in the heart of 
the business district. 6,000 students. 
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fighting Through 






















~« . . ~ 
USINESS is good to the salesmen who organize to fight through all 
difficulties. This statement is proven by the experience of one of 
The Ohio National agencies. 





This agency has headquarters in a city in which a 
number of the larger banks had recently closed, tying A t 
up according to conservative estimates at least 85° of nnouncemen 


all the movable cash In the city, HE OMAHA LIFE INSURANCI 
COMPANY of Omaha, Nebraska, 


has merged with The Ohio National Life 


The agency began October facing this most difficult Insurance Company. 
situation. But were this Manager and his co-workers The merger was epieeved bythe Ohio 
frightened or downhearted P—No! Department of Insurance, November 4, 


and was previously approved by the 
Governor of Nebraska, the Secretary of 
al ’ 7 y Trade and Commerce, and the Commis 
Chey organized to fight through with the result that sioner of Insurance of Nebraska 

October was the best month in the agency’s experi- 


The uniting of the two companies now 


ence. The Home Office cooperated, helping to fight gives The Ohio National over $115,000, 

000 insurance in force and approximately 

through. $18,000,000 in assets and $1,750,000 
surplus. 

To receive cooperation from the Home Office and to The Omaha Lite had been operating for 

. : : sixteen years under the able manage 

be associated with and inspired by a group of salesmen ment of Mr. E. M. Searle, Jr., President, 


» ‘or ° ° and Mr. H. E. Worrell, Secretar and 
who fight through difficulties is one of the many Socinkedhe. ig ee 
reasons why—‘“It Pays To Tie Up With The Ohio 

30th Mr. Searle and Mr. Worrell remain 


— - 
National. with The Ohio National as Resident Su 
perintendents of Agencies for Nebraska, 


with headquarters in Omaha 


Salesmen wanted in select locations in the following 


This merger marks another epic in the 


territory: Illinois, Indiana, Iowa, Kansas, Kentucky, safe and rapid growth of The Ohio Na 
Michigan, Missouri, Nebraska, Ohio, Oklahoma, Cones Lae Tnemeanos Company; 


Pennsylvania, Texas and West Virginia. 











For information as to a policy to fit your need or a salesman’s contract, write- 


THE OHIO NATIONAL LIFE INSURANCE COMPANY 


T. W. Appleby, CINCINNATI, OHIO FE. E. Kirkpatrick 
President Supt. of Agencies 
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uccessful Closing is the Final Test 


. . « James Fieldman’s 






Training Helps Him 
Close the Sale 






Overcoming the average objections and 
excuses to life insurance can become a 
real problem to the life agent, but to 
James Fieldman, Pan-American Life 
man, objections are rendered largely 
impotent by his store of answers. 


Every prospect has his objections ---it’s 
human nature to resist. But there is an 
answer to every objection and therein 





lies Jim Fieldman’s power in selling. 
“Getting Acquainted with 
the Pan-American” 


Any Pan-American Manager or General 
Agent will send you a copy of this booklet representatives, the booklet entitled 


or if more convenient you can secure **The Close’’ arms Pan-American Life 
one by mailing the coupon. 


Fifth of a series of training booklets 
designed especially for Pan-American 


men against objections of the average 





7 . s 
Ted M. Simmons, Manager United States Agencies, prospect. Thus Jim Fieldman’s Home 


Ls Company, Office training helps him close many 
Please send me acopy of the booklet “Getting Ac- a sale. 
quainted with the Pan-American”. 
sanittiad we TED M. SIMMONS, 
t231 energie Manager United States Agencies 











PAN-AMERICAN INSURANCE CoO. 


CRAWFORD H. ELLIS NEW ORLE U.S.A. E. G. SIMMONS 
President Vice-Pres. and General Manager 
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Life and Accident 
Selling Different 


Man Who Enters New Field to 
Replace Disability Clause Has 
Much to Learn 


MANY NOT GOOD RISKS 


Large Percentage of Life Disability 
Policyholders Can’t Qualify with 
Accident and Health Company 


Agents of companies still writing non- 
cancellable accident and health insur- 
ance as well as cancellable accident and 
health, are now being approached by the 
life insurance compa- 


of those 


agents 
nies which have discontinued writing 
the disability clause. These life insur- 


ance men expect to obtain non-cancell- 
able accident and health insurance for 
the same class of risks to which they 
have been selling the disability clause. 
A man of long and successful experi- 
ence in the non-cancellable field says 
that not more than one out of four otf 
the men who have been written on the 
disability clause are really qualified as 
risks for a non-cancellable accident and 


health policy, which will probably be 
surprising to the average life man. 
Many Not Logical Prospects 

The life insurance agent, says this 


accident and health man, has been writ- 
ing the disability clause, which is in 
reality mnon-cancellable accident and 
health insurance, on many risks who are 
covered to the extent only of $100 to 
$150 a month for loss of income. The 
man who is a logical prospect for cover- 
age of this amount is not a logical pros- 
pect for non-cancellable accident and 
health. 

Accident and health insurance is “ca- 
tastrophe” insurance. Disability which 
lasts for less than three months is not 
a catastrophe for the man of substantial 
income but for the man who is logically 
covered with $100 to $150 a month of 
disability insurance, a disability lasting 
two or three months is a’ catastrophe 
and that is a period for which he really 
requires protection. 


Closer Discrimination Needed 


It is estimated by some who are fa- 
miliar with the accident and health field 
that not more than 75 percent of those 
who have been written under the dis- 
ability clause can qualify for insurance 
im an accident and health company. This 
percentage might be increased from 85 
to 90 percent, if 10 to 15 percent of 
those written obtained limited or re- 
stricted coverage, either in the form of 
special policies or through the means of 
exclusion riders and endorsements. 
Therefore, the first thing the life insur- 
ance man will be called upon to learn, 
m writing non-cancellable accident and 
heatth, is to discriminate among his 
Prospects, first on the basis of earning 
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Dividend Trend Uncertain 











(CONTINUED ON PAGE 15) 


Difficult to Predict Future Experience on Investments 
and Mortality—Many Reluctant to Act in Hope of 
Improvement—Special Survey Made 





There is still a degree of uncertainty 

to the dividend trend for the com- 
ing year. Usually at this time of year 
the companies have pretty well made up 
their minds what they are going to do 
but that is not so this year. The com- 
panies realize that it is almost impos- 
sible to tell what the situation is not 
only with regard to investments but also 
to mortality and interest earnings. Not 
only has the large amount of newly writ- 
ten business produced an unusually 
low mortality rate the past few years 
which is not likely to be permanent be- 
cause of the slowing down in the pro- 
duction of new business, but the busi- 
ness depression has undoubtedly 
brought a higher mortality because of 
suicides and worries over the situation. 
It is regarded as not unlikely that the 
mortality rates will be higher from now 
on than they have been. The interest 
rate, also, is likely to go down for the 
class of high grade investments which 
life insurance companies seek. The 
whole question of interest and dividend 
charges on the vast amounts of capital 
which are invested in American business 
enterprises looms as a social and eco- 
nomic question and the trend towards 
smaller interest and dividend earnings 
on capital is likely to mean a perma- 
nently lower rate of return on all forms 
of investments. 


is 


Underwriting of Risks 
Becoming More Difficult 


There have been many instances to 
show that the class of people who are 
out to beat the life insurance companies 
by some device or another is growing 
and that underwriting of risks is becom- 
ing more difficult. There a more 
definite “selection” against the com- 
panies and any loop holes and oppor- 
tunities which exist in the life insur- 
ance system and the method of conduct- 
ing the business are being seized upon 
more avidly and expertly than in for- 
mer years. 

Of course the most immediate and 
important question is that of invest- 
ments. Life insurance securities are 
sound as a whole but the best invest- 
ment department will make a certain 
percentage of mistakes. The question 
with many companies is whether they 
ought to wait and see how certain 
doubtful investments are going to turn 
out, rather than make a dividend re- 
duction now which may after all have 
proved not to be necessary. Also, there 
is the question whether a company 
should feel it necessary to add to its 
surplus and strength in times like these 
when people need all the money they 
can get; should the companies help their 
policyholders in the present situation 
even to the extent of reducir~ their sur- 
plus in the maintenance of their pres- 
ent dividend scales? 

The attitude of many companies in re- 
gard to income disability shows some- 
thing of the present state of mind. 
Some companies cut out income disabil- 


is 


ity entirely but a large number of com- 
panies feel that this is not a good time 
to make radical changes and they do not 
like to restrict the field in life insurance 
salesmanship any more than is neces- 
sary. There are clearly two schools of 
thought, those who feel that safety and 
conservatism are the important consid- 
erations and those who wish to delay 
and try to tide over the present situa- 
tion without material changes. Com- 
panies with long records of keeping up 
their dividends dislike to break those 
records for the effect it may have in 
the future; they are proud of their tra- 
ditions and feel that in any event they 
are perfectly safe, even if they should 
be compelled to make a dividend cut at 
some later date. The first school would 
say on this point that if it is later found 
that they were too quick in applying 
the rule of safety, they can easily make 
a return in the form of extra refunds, 
so that practically speaking it is about 
six to one and and half a dozen to the 
other. 


Questionnaire Answers Reflect 
Confused States of Mind 


The questionnaire recently sent out 
by THE NATIONAL UNDERWRITER to the 
various dividend paying companies re- 
flects this rather confused state of mind. 
Some of the facts and points gleaned 
from the questionnaire follow: 

The Abraham Lincoln Life states that 
to date no decision has been arrived at 
for next year. “It happens that we had 
in contemplation an increase in our 
scale, but owing to current conditions 
have been giving consideration to the 
advisability of not making any change 
at the present time but continuing the 
present scale, which in itself would be 
in the nature of reducing the scale from 
the one which we had originally con- 
templated adopting.” 

* 


x 


Acacia Mutual: “Our decision in re- 
gard to dividends is never made until 
our annual statement is completed. 
However, as far as we can see at the 
present time, there is no reason why 
we should make any change next year.” 

Baltimore Life: “We are not at the 
present time in position to either an- 
nounce our 1932 dividend schedule or 
comment on the subject.” 

Berkshire Life: “The dividend sched- 
ule of the Berkshire Life will remain 
unchanged during the first six months 


of 1932—probably during the entire 
year.” 
Boston Mutual: It will make no 


change in its dividends for 1932. 
x * * 


Colorado Life: “Will make no change 
for next year. It seems to us that even 
where conditions seem to require a 
change in dividend formula, reducing the 
amount of dividend, it is just as ill timed 
to make the cut as it would be to reduce 
wages. The greatest concern of insur- 





(CONTINUED ON PAGE 13) 










$3.00 Per Year, 15 Cents a Copy 





Felss-Dorsey, Are 
Well in the Lead 


With 250,000 Votes Necessary to 
Control, This Faction 
Claims 225,000 


NIMS DOESN’T GIVE UP 


Missouri State Battle May Be Decided 
Soon—Declaration of Dividend 
Dec. 18 Predicted 


The Felss-Dorsey faction seems to be 
putting up a winning fight for control 
of the State Life 

With 250,000 votes necessary to con- 


Missouri 


trol, the Felss-Dorsey people are quoted 


225,000 votes as of Nov. 16 


as claiming 


by the A. M. Best Company, which is 
in the confidence of M. J. Dorsey and 
his associates and which now advises 


stockholders not to subscribe to the vot 
ing trust agreement being promoted by 
E. D. Nims, chairman of the board of 
the Missouri State, and those of his fac- 
tion. Mr. Nims and his associates are 
not relinquishing their fight for control 
in the least, despite the apparent advan 
tage of the opponents 

After the board meeting Nov. 20, the 
impression was that the regular quar- 
terly dividend of 30 cents on the Mis 
souri stock shares will be declared at the 
Dec. 18 meeting. The last quarterly divi- 


dend was omitted 
Sale Report Denied 
The report was put out that there is 


a possibility that the 148,050 shares of 
Missouri State Life held by the Inter- 
Southern Life might be sold to financial 


interests closely allied with Mr. Nims 
and the St. Louis banking group. This 
report is vigorously denied by spokes 


men for Mr. Dorsey, who controls the 
Inter-Southern. At one time, it is said, 
the plan was broached to form a holding 
company to take out of the Inter-South- 
ern Life, Security Life of Chicago and 
the Northern States Life of Hammond 
all of the interlocking insurance com- 
pany shares. Mr. Dorsey together with 
Hallgarten & Co., according to this plan, 
would have done part of the necessary 
financing and Nims and his faction 
would have done the rest. Differences 
arose, however, when the plan was di&- 
cussed, which resulted in the open break 
between Dorsey and Nims and the fight 
for proxies. 

The board of directors of the Missouri 
State is deadlocked, six to six, the thir- 
teenth member, J. Sheppard Smith, 
having died some weeks ago, and his 
place probably will not be filled until 
the proxy fight is brought to a decision 
and the annual meeting is held Jan. 19. 

After reviewing the controversy, the 
A. M. Best Company said that the Felss- 
Dorsey faction started out with 175,000 
votes while the leaders of the other fac- 


(CONTINUED ON PAGE 12) 







































































































4 





THE NATIONAL UNDERWRITER 











November 27, 193) 








in American Central Life 


WILL HAVE ACTUARY TITLE 


Secretary and Actuary of American Life 
Convention Will Make Change 
About Jan. 1 


Wendell P. Coler, secretary and act- 
uary of the American Life Convention, 
will join the American Central Life of 
Indianapolis about the first of the year 
and will have the title of actuary, accord- 
ing to an announcement by President 
H. M. Woollen. Henry W. Buttolph, 
who has been secretary and actuary for 
the American Central for many years, 
will retain the title of secretary. 

Mr. Coler has had valuable actuarial 
experience. He is creative as well as 
analytical and he has an unusually large 
personal acquaintance with men and, 
companies in the life insurarfce business. 

After graduating from the University 
of Michigan in 1913, Mr. Coler joined 
the National Union Assurance at Toledo 
as actuary. He rerated all of its out- 
standing life insurance to the American 
experience basis. 


Worked in Washington 


In 1918, he joined the Bureau of War 
Risk Insurance at Washington as assist- 
ant actuary and remained until 1920 
when he became actuary for the Mac- 
cabees at Detroit. Because of his work 
there, particularly in rehabilitating com- 
pletely the Maccabees’ insurance struc- 
ture, changing it over to the American 
3% percent basis, he came to the atten- 
tion of the leaders in the American Life 
Convention and in 1929 he was offered 
the position of secretary and actuary of 
that organization. 

Mr. Coler appeared before the Ameri- 
can Life Convention for the first time at 
its annual meeting in Cincinnati early 
in October, 1929. At this same meeting 
Judge B. K. Elliott accepted the posi- 
tion of manager and general counsel of 
the American Life Convention. 

Active Worker in A. L. C. 


Mr. Coler, in his two years’ experi- 
ence, has contributed much to the Amer- 
ican Life Convention. He has _ had 
charge of the new function of inter- 
change of company practice or manage- 
ment methods of the convention. Dur- 
ing the last two years, Judge Elliott and 
Mr. Coler visited practically every mem- 
ber company of the organization. 

Mr. Woollen is a former president of 
the American Life Convention and has 
for many years been active in its affairs. 
As of Dec. 31, 1930, the American Cen- 
tral had $236,045,915 insurance in force 
and $17,831,969 admitted assets. j 


Report to U. S. Chamber on 


Pensions, Retirement Funds 





WASHINGTON, Nov. 25.—At a 
meeting of the directors of the U. S. 
Chamber of Commerce at Baltimore the 
report of the special committee on pen- 
sions and retirement funds was pre- 
sented and will be submitted to mem- 


bers for consideration at the annual 
meeting. It is the result of a compre- 
hensive survey, to which the depart- 
ments of insurance and manufacturers 
contributed. Among the members of 
the committee were Vice-President L. 
A. Lincoln, Metropolitan Life: Presi- 


dent C. W. Gold, Pilot Life: President 
J. W. Glover, Teachers Insurance & 
Annuity Association, and Henry Forster 
of Brown, Crosby & Co. of Philadel- 
phia, who is an industrial insurance spe- 
cialist. The two insurance directors, 
C. W. Gold and George D. Markham of 
St. Louis, and President L. J. Dough- 
erty of the Guaranty Life of Davenport, 








Ontario Managers Promoted 














G,. 0. WOODCOCK 











STEVENSON 


G. C. 


In the reorganization of its Ontario territory by the Great-West Life of Win- 
nipeg, involving all of the larger cities in that province, G. C. Stevenson was 
promoted to manager of the newly established branch office at Ottawa and G. oO. 
Woodcock was placed in charge of the Hamilton branch. They had formerly 
served as district managers in those cities. 











Twin City C. L. U. Chapter to 
Hold Joint December Meet 


A joint meeting of the newly formed 
Twin City chapter of C. L. U., of Min- 
neapolis and St. Paul, with the St. Paul 
and Minneapolis life underwriters asso- 
ciations is to be held in the latter city 
Dec. 1. The purpose, according to Leon 
A. Triggs, president of the new chapter 
and member advisory council for the 
northwest of the American College of 
Life Underwriters, is to outlin: to pros- 
pective candidates for this degree the 
various sources of help available to them 
in preparing for the examination, and 
the way in which the University of 
Minnesota voluntarily will assist in this 
work. : 7 

Already, according to Mr. Triggs, St. 
Paul has a class of 35 men who are 
studying for the C. L. U. examinations 
to be given in June, 1932. This is com- 
posed of five from the Provident Mu- 
iual, one State Mutual man, eight from 
the Northwestern Mutual, four from the 
Travelers, three from the Minnesota 
Mutual, two from the Mutual Life of 
New York, one Equitable Life man, 
three from the Guardian Life of New 
York, one Sun Life man, six from the 
Prudential, and one from the New Eng- 
land Mutual. 

A tentative class is also in course of 
organization in Minneapolis through the 
efforts of M. V. Jenness, Sun Life. A 
large attendance is expected at the De- 
cember meeting, and agents are invited. 


Husband Dead 19 Years, 
Wife Informed of Policy 


GRAND ISLAND, NEB., Nov. 25.— 
Mrs. Peter Sperling, 84, whose husband 
died 19 years ago at the soldiers’ home 
here, has just been informed by a life 
company that her husband held a pol- 
icy in it and that when the necessary 
papers were signed she would secure 
the proceeds. She had never known 
of the policy, but its existence came 
to light when insurance company offi- 
cials, curious to learn why no claim 
had ever been made upon it, investigated 
and found her here. Sperling would 
have been 100 years old if alive at pres- 














a district director, were present. 





Hull Addresses Gathering 
of Life Men in Milwaukee 


MILWAUKEE, Nov. 25.—R. B. Hull 
of the National Association of Life 
Underwriters spoke before a large gath- 
ering of Milwaukee life insurance men 
here Nov. 19. Arrangements were made 
by a committee headed by G. T. Vermil- 
lion, manager Mutual Life of New York, 
including also A. A. Heald, Provident 
Mutual; Victor M. Stamm, Northwest- 
ern Mutual Life; A. J. Butzen, Massa- 
chusetts Mutual Life, and Thomas Mel- 
ham, Central Life. The committee was 
named by A. A. Mielenz, general agent 
Aetna Life, who was appointed tempo- 
rary chairman. 

Research of the next ten years to 
forestall the next cycle of depression 
must develop a new technic of con- 
sumption and distribution, Mr. Hull told 
the underwriters. 

“This new technic must be based upon 
the factors of men and money and not 
upon machines and _ materials,” he 
pointed out. “Life insurance will be by 
far the greatest factor in working out 
those processes. Our major problem has 
shifted from one of producing goods to 
one of stabilizing buyers.” 

Mr. Hull said the nation is leaving the 
mechanical age and entering a new one 
which he named the “age of wider hu- 
man understanding.” He predicted the 
next ten years will demand measures 
evolved by business insuring a maximum 
of economic security for the consumer 
and not a maximum of productive ca- 
pacity in the worker. He pointed out 
that life insurance will ease the effects 
of depression more fully and _ scientifi- 
cally than any other single economic 
factor. 


Penn Mutual Millionaires 


For the first nine months of the year 
the million dollar producers of the Penn 
Mutual Life were R. H. Willgerodt of 
the J. Elliott Hall agency in New York 
City, whose figure was $967,960; Al- 
bert Hopkins of the same agency, $929,- 
500, and George A. Smith of that 
agency, $906,788. T. M. Scott of Phil- 
adelphia produced $958,387. Walter N. 
Hiller of the Stumes & Loeb agency of 





ent. 


Chicago was the next with $873,072. 


Three Companies Make 


Known Decision on Disability 





JOHN HANCOCK DISCONTINUEs 





Columbus Mutual 
Changes in Rates or Conditions for 
Present—Other Action 


Announces No 


{wo diametrically opposed disability 
announcements are made this week. The 
John Hancock is quitting the disability 
income clause in ordinary policies Jan, 
1. The Columbus Mutual, however, has 
decided to continue the clause withoyt 
change in rates or conditions, at least for 
the present. 

The John Hancock, President W. L 
Crocker states, will continue waiver of 
premium. The disability provision jp 
weekly premium policies will not be 
changed at present. 

Existing policy provisions for double 
indemnity also will be maintained with- 
out change. 

Columbus Mutual Statement 


President D. E. Ball of the Columbus 
Mutual said in explanation of his com- 
pany’s decision: “While recognizing that 
disability requires careful and conserya- 
tive underwriting, we are not prepared 
to take radical action now. We are loath 
to deprive the public of this service, and 
shall not do so until we are convinced 
that it is impossible to underwrite it on 
a safe basis. If it develops that the best 
interest of the policyholders demands its 
discontinuance, we will not hesitate to 
take such action as circumstances may 
demand.” 

Effective Dec. 1 the Pacific Mutual is 
modifying its rules and regulations as 
follows: Limit of permanent total dis- 
ability indemnity issued on any one life 
will be $250 a month. Limit of non- 
cancellable income indemnity will be 
$300 a month. Combined limit of per- 
manent total disability indemnity and 
non-cancellable income indemnity will 
be $300 a month. 


No Change on Women 


These limits replace the present limits 
of $500 a month noncancellable, $300 a 
month permanent total disability, and 
combined limit of $800 a month. These 
modified limits will include any non- 
cancellable business already in force in 
the company or permanent total disa- 
bility benefits issued by the Pacific Mu- 
tual since Jan. 1, 1918. The limit for 
permanent total disability income for 
women will remain unchanged. The 
company is not prepared to announce 
any other changes. 

The Home Life of New 
nounces that it will continue 
disability income under the present 
clause with certain minor changes, 
chief of which is extension of the wait- 
ing period to six months instead of four 
as at present. 


Some $1 Socicties Operate 
Outside State, Others Yield 


York an- 
to issue 





MADISON, WIS., Nov. 25.—One 
group of $1 assessment societies has 
about accepted the right of the insurance 
department to regulate them, while an- 
other group has affiliated with the Great 
Northern Estate Corporation, Rockford, 
Ill., to operate from outside the state, 
Commissioner Mortensen states. 
Shortly after Mr. Mortensen assumed 
office, the attorney general held that the 
$1 societies must come under supervision 
of the department. The group accepting 
supervision has requested the department 
to help the societies work out a method 
of organization that will prevent dis- 
honest persons from using the plan. 

A court test may be made of the at 
tempts by some of the dollar societies to 





operate by mail from outside the state. 
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Conadian Life Officers in 
Annual Meeting at Toronto 





G. C. MOORE MADE PRESIDENT 


Important Life Insurance Developments 
of Year in Dominion Reviewed 
in Reports 


TORONTO, Nov. 25.—The Canadian 
Life Insurance Officers Association held 
its annual meeting here last week. Elec- 
tion of officers resulted as follows: Presi- 
dent, G. Cecil Moore, assistant general 
manager Imperial Life; first vice presi- 
dent, J. H. Lithgow, general manager 
Manufacturers Life; second vice presi- 
dent, Fred Kumpf, Dominion Life, Water- 
loo; honorary secretary, Warren K. 
= Sun Life; executive committee, C. 


Ferguson, Great West Life; D. E. 
Kilgour, North American Life; A. N. 
Mitchell, Canada Life; E. E. Reid, Lon- 


don Life; W. H. Somerville, Mutual Life 
of Canada; V. R. Smith, Confederation 
Life; W. Clark Kennedy, Standard Life, 
and H. D. Wright, Metropolitan Life. 
John Appleton of Toronto is secretary 
of the association. 


- 
Comments on Taxation 


H. R. Stephenson, general manager 
Crown Life, in his opening remarks as 
president said that in respect to taxation 
little progress has been made, Canada 
continuing to be the only British country 


in the world where life insurance pre- 
miums are taxed. He continued: 
“Premium taxes levied on life com- 


panies in Canada this year will exceed 
$3,000,000 which, of course, is additional 
to other forms of taxation. In Great 
Britain, not only is there no premium 
tax, but income tax exemption is granted 
in respect of life insurance premiums 
paid up to one-sixth of assessed income. 
So striking a recognition of the national 
utility of life insurance is worthy of 
emulation by our legislators.” 


Investment Problems Perennial 


Coming to investment matters, Mr. 
Stephenson pointed out that as volume 
of business increases, so do also the com- 
panies’ funds, and the problems of in- 
vestment are perennial. He said: 

“The period of inflation which cul- 
minated in 1929 was characterized by 
over-borrowing on the part of many 
Canadian governments and municipali- 
ties, to say nothing of public utility and 
industrial enterprises. I venture the sug- 
gestion that it lies within the power of 


LIFE 


NEW YORK, Nov. 25.—The remark- 
able role that pride plays in causing 
men to commit suicide when faced with 
conditions far from being absolutely 
hopeless was one of the _ Ras x maa 
ing points brought out by A. Reiley, 
supervisor of risks Mutual life of New 


York, in a paper on “A Psychological 
Study of Suicides—1930-1931,” at the 
fall meeting here of the Home Office 


Life Underwriters Association, of which 
he is president. 

Of the 100 cases on which the survey 
was based about 25 percent were mental. 
Within the remaining 75 percent Mr. 
Reiley called attention to one group, 
“remarkable in that the only known 
causes that induced the suicides were 
inadequate satisfactorily to account for 
the acts.” 


Situation Never Hopeless 


“Be the cause 
whatever assigned by 
Mr. Reiley said, “the 
often serious, was never 
the majority of the finance 
mate recovery was almost 
the remainder, possible. At 
den reason will naturally be 


financial, domestic or 
public opinion,” 
situation, while 
hopeless. In 
cases, ulti- 
certain; in 
first a hid- 
suspected 


and no doubt such a reason sometimes 
exists. One factor arises with such fre- 
quency, however, that it forces our at- 
tention. That factor is pride. 


“Again and again we are brought face 
to face with a suicide who positively re- 
tuses to retire trom a major into a minor 


INSU R: ANCE 


Home Office Men Review 
Underwriting Questions 


E DITION 


the quintessence of art 
is the making of a picture, whether by 
paint or by words. It is the necessity 
of forming a mind picture of his risk 
before proceeding to evaluate it that 
makes underwriting an art rather than 
an exact science, 

“When the major factors, health, hab- 


art, and surely 


its, character and conservative insurance 
are all in a risk’s favor, the minor fac- 
tors sink into insignificance. It is only 


when the major factors begin to be en- 
shrouded with doubt that the minor 
factors begin to assume importance, It 
must be stated, however, that in the 
cases examined, in perhaps only one or 
two would the pride element have been 
of any importance had we considered it. 
In all the rest the situation which made 
it of importance arose long after the 
issuance of the insurance. 


Emphasizes Value of Completeness 


“Perhaps the present survey has given 
us something ot immediate use in that 
it emphasizes the value of a complete 
description of the applicant's mental 
make-up by the field inspector,” Mr. 
Reiley said, after pointing out the dif- 
ficulty of drawing any definite conclu- 
sions as to the psychology of suicides 

“While a risk’s mental attitude toward 
life, his temperament, his 
if any, and his inherited tendencies, may 
lave no important effect on the under- 
writer's decision in the great majority 
of cases, the field inspector cannot tell 





role, even though he may not be threat- 
ened with disgrace, ruin, or penury. 
Again and again we find men who for 
years have prided themselves upon their 


business acumen, and who find them- | 
selves unable t to face the fact that their 
ability is imaginary rather than real, 


and that their success has been due to 
the general false expansion and not to 
their own able management. We find 
cases of the extremely arrogant type 
who cannot endure the thought of sur- 
rendering their domineering attitude. 


Must Form Mind Picture 


‘Assuming that we have uncovered a 
factor of importance here, what are we 
going to do with it? Surely an under- 
writer cannot decline a case on account 
of pride, whether it takes the form of 
conceit, arrogance, supersensitiveness or 
what not. The answer is that it is one 
of the backgrounds of the picture of 
his risk that the underwriter must form 
in his mind. Dr. Foshay has said before 





(CONTINUED ON PAGE 12) 


this association that underwriting is an | 


| moral 


when a case may arise in which these 
factors will have a determining influ- 
ence.” 
Considers HRacketeers as Hisks 

Racketeering and other occupations of 
hazard for which underwriters 
must be on the go were discussed 
in a paper by J. F. White of the classi- 
fication ad HK. of the New York 
Life. Certain lines of business, such as 
the laundry or dry cleaning trades, are 
dominated by racketeers in some cities, 
while in others they are free from this 
influence. The garage business is fre- 
quently a blind for bootlegging, and 
real estate is often a mask tor various 
types of rackets because all that is 
needed is desk space and a few business 
cards to give an appearance of genuine- 
ness. Taxi drivers are liable to be bad 
risks in some localities because of vio- 
lent competitive methods. Politicians 
are sometimes found to be connected 
with underworld activities. Professional 

(CONTINUED ON PAGE I1) 





eccentricities, | 





New Interests Now Control 
American Insurance Union 


SALE OF STOCK NEGOTIATED 


Transcontinental Trust Company of 
Chicago Takes Over Holdings As- 
signed to A. F. Coyle 


Control of the American Insurance 
Union, Inc., of Columbus, O., has been 
acquired by the newly organized Trans- 
continental Trust company ie Chicago, 
of which, it is understood, G. Shimp, 
head of the American , Fe Bae: 
Company, and Hugh T. Martin, general 
counsel for the Illinois Bankers Life, are 
important factors. 


W. R,. Baker, former Kansas insur 
ance commissioner, representing the 
ranscontinental Trust Company, and 


Judge C. S. Younger, president of the 
American Insurance Union, were in con- 
ference Tuesday in Columbus, After 


their conversation, the following state- 
ment was issued: 
“The Transcontinental Trust Com 


pany has paid for and obtained control 
of 9,960 shares of stock and the same 
number of shares contribution to sur- 
plus of the A, I, U. under assignment 
trom Albert F. Coyle.” 


Ceyle Started to Buy 


was assistant to the 

president of the A, 
. U., is now executive vice-president 
In October he undertook to buy control 
of the A. I, U. from the Lentz and other 
interests and more than 50 percent ol 
the stock was under contract to sell to 
him. 

rhe Transcontinental Trust Company 
is reported to be paying $15 for the 
stock, par value of which is $10, This 
would be indicated by the fact, as an- 
nounced, that the A. I. U. now has 
$200,000 paid capital and $100,000 sur- 
plus. Inasmuch as capital was formerly 
$100,000 and surplus $50,000, sale of the 
shares to the Transcontinental Trust 
Company for $15, would double each 
item. 

Judge Younger, 
insurance commissioner, 
retain the presidency, and Mr. Coyle 
will remain for the time being. 

A meeting of the board of the A. I. 
U., which was scheduled for Tuesday 
did not take place. 


Mr. Coyle, who 


late John J. Lentz, 


who is former Ohio 
it is stated, will 


Great-West Life 

Life of Winnipeg, 
slight reduction in 
effective Jan. 1. 


The Great-West 
Can, announces a 
its dividend scale, 





WILL SPEAK AT THE LIFE PRESIDENTS CONVENTION 





WILLIAM A. LAW 
President Penn Mutual 


HENRY 8S. NOLLEN 
President Equitable of lowa 





ARCHIBALD A. WELCH 
President Phoenix Mueteal 





CHARLES D. LIVINGSTON 
Michigan Insurance Commissioner 
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GOOD SHIPS: Only ‘‘stormy weather” really tests 
the safety of ships and financial institutions. Well- 
managed life insurance companies have come through 
every ‘“‘storm’’—every test—safe and staunch. For ex- 
ample, for 86 years, since it was founded in 1845, New 
York Life has weathered all Wars, Epidemics and 
Financial Crises:—The Mexican, Civil, Spanish-Amer- 
ican, and World Wars;—The scourges of yellow fever, 
cholera and influenza;—The panics and depressions of 
1857, 1861, 1865, of the 70’s, of 1884, 1893, 1896, 1903, 
1907, 1914, 1920-21 and 1929-1931. In all these years 
New York Life has never failed to meet an obligation. 





NEW YORK LIFE INSURANCE COMPANY 
51 Madison Avenue, Madison Square 
New York, N. Y. 
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Agreement Is Reached as 
to Coast Accident Rulings 
IRONED OUT AT SALT LAKE 


“‘Wrecking and Disablement” Order and 
Retroactive Feature in Other Rul- 
ings Will Be Dropped 


All of the difficulties that had arisen 
in connection with three rulings affecting 
accident and health insurance, which had 
been put out by a number of the insur- 
ance commissioners of the Pacific Coast 
and mountain states, to become effective 
Jan. 1, were ironed out at a conference 
between the commissioners and repre- 
sentatives of companies writing that 
class of business in Salt Lake City last 
week. In putting into effect modifica- 
tions of these rulings, the commissioners 
will act individually and not as a unit 
and there may be some minor differ- 
ences in the action taken in one or two 
states, but a general agreement was 
reached in regard to the more important 
questions involved. 


Retroactive Feature Dropped 


Probably the most important result of 
the conference from the companies’ 
standpoint is that the retroactive require- 
ments in the three rulings are to be 
rescinded. That was the point which 
was of greatest concern to the com- 
panies, as it would mean a change in 
coverage in old policies, without any 
corresponding change in rates. 

It was agreed that the ruling prohibit- 
ing the use of the term “wrecking or 
disablement” of an automobile in acci- 
dent policies would be withdrawn, pro- 
vided that the words, “This is a limited 
policy—read carefully,” be printed in 
large type in red ink across the face and 
filing back of all limited travel policies. 
This was entirely satisfactory to the 
companies writing this type of policies. 
In fact, some of them are already using 
such an endorsement. It was further 
agreed that this requirement should not 
be applied to so-called regular policies 
with the double or triple indemnity pro- 
vision containing the term “wrecking or 
disablement.” 


Septicaemia, Hospital Rulings Stand 


The companies agreed that the rulings 
on septicaemia and hospital benefits are 
to remain substantially as heretofore. 
There was really no objection to the for- 
mer ruling, except as to the retroactive 
feature, which has now been eliminated. 
In connection with the hospital ruling, 
it was pointed out that practically the 
only cases in which there are likely to 
be double payments of hospital benefits 
are those under industrial policies and it 
is doubtful whether hospital benefits 
should properly be included. 


All Commissioners on Hand 


The commissioners in attendance were 
Fishback of Washington, Averill of Ore- 
gon, Mitchell of California, Cochrane of 
Colorado, Thulemeyer of Wyoming, Por- 
ter of Montana, Bakes of Idaho, Brown 
of Arizona, Fernandez of New Mexico 
and McQuarrie of Utah. California and 
Colorado have not issued any of the rul- 
ings which were the subjects of the con- 
ference, but their commissioners, who 
had attended the meeting at Portland 
when the matter was originally dis- 
cussed, were present at the Salt Lake 
meeting and took an active part in the 
discussions. 

In addition to the committee of five 
officially delegated to represent the acci- 
dent and health companies at this con- 
ference, President A. E. Forrest, North 
American Accident; President W. G. 
Curtis, National Casualty, and E. C. 
Hall, manager accident department Pa- 
cific States Life, attended the meeting. 
Several of the companies also delegated 
their state or local managers in Salt 


Lake City to sit in at the meeting. 
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WENDELL P. COLER 


In two years, as actuary and secretary 
of the American Life Convention, Wen- 
dell P. Coler has made so many friends 
and contacts in the life insurance busi- 
ness at conventions and in personal 
visits to home offices, that the announce- 
ment that about Jan. 1 he will join the 
American Central Life of Indianapolis 
is news of wide interest. Mr. Coler will 
have the title of actuary of the Ameri- 
can Central. The precise date at which 
Mr. Coler will take up his new work 
has not been set, inasmuch as he desires 
to complete some of his duties for the 
American Life Convention. 


Kansas Insurance Directory 


for the Year Has Been Issued 





From the press of THe Nattonat 
UNDERWRITER comes the new edition of 
the Kansas Insurance Directory giving 
full information as to the companies op- 
erating in the state, local agents in ev- 
ery town and companies they represent, 
valuable reference information, §statis- 
tical tables and lists of national, sec- 
tional and state and local organizations. 
One of the new features of the book 
is a section devoted to Kansas home 
companies. Kansas has more home in- 
surance companies than outsiders might 
realize. It is a state of growing im- 
portance insurance-wise 


National Savings Merger Up 


The merger of the National Savings 
Life of Missouri with the Farmers & 
sankers Life approved by stockholders, 
may be affected by court action on ap- 
plication of Superintendent J. B. Thomp- 
son, who was appointed receiver. It 
was explained that the National Sav- 
ings, a holding company with no insur- 
ance on its books, is not insolvent. The 
action was taken to protect the publ, 
the department feeling there should be 
close supervision of an attempt to eon 
vert insurance stocks to others quali- 
fving under Missouri law. The National 
Savings of Kansas is not affected. 

A temporary restraining order also 
was issued, preventing the Missoam 
company from continuing business. The 
Missouri department believes at least 
$100,000 capital and $50,000 to $75,000 
surplus will be showm when assets are 
properly converted amd the stock’s part 
value is reduced. ‘The Missouri com- 
pany owns the National Savings of 
Kansas, which in its last statement 
showed $100,000 capital, $45,000 sur- 
plus and about $13,500,000 insurance m 
force. For some time effort has been 
made to merge the Missouri and Kansas 
| companies. 
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Forecasting Future Income 
of Applicants Is Valuable 





MUST FORESEE DEPRESSIONS | 





A. J. Riley, Mutual Benefit, Talks at | 


Home Office Life Underwriters 
Association’s Fall Meeting 





to forecast the future earnings of insur- 
ance applicants, especially in the jumbo 
risk class, was well brought out by a 
number of cases cited by A. J. 
assistant mathematician Mutual Benefit 


Life, at the fall meeting here of the | 


Home Office Life Underwriters’ Asso- | Ziegler 


ciation. While this subject is particu- 
larly timely at present, Mr. Riley pointed 
out that ability to forecast probable 
earnings will also be valuable 
prosperity has returned. 


Must Foresee Business Conditions 


“Because of the frequency of such 
problems,” Mr. Riley said, “each under- 
writer should endeavor to equip himself 
with as much general business knowl- 
edge and knowledge of economic trends 
as he can assimilate. In times of pros- 
perity the ability to foresee periods of 
depression will avoid issue of amounts 
of insurance subsequently becoming ex- 
cessive and when business conditions 
are on the upgrade, the same ability will 
facilitate the salvage of much good busi- 
ness which might otherwise be declined. 
Each case needs individual analysis and 
differences of opinion must always be 
expected.” 

Analyzing a typical case in which the 
applicant and three other partners were 
engaged in a business which had been 
quite successful until the stock crash but 


which had been running at a loss since, | 


Mr. Riley commented: 


What Chance of Recovery 


“This is a typical case of borderline | 
risk due to economic conditions accom- | 


panied by an effort to adjust insurance 
temporarily. 
as to the loss being due entirely to busi- 
ness conditions for apparently a large 
volume of business has been done. 
could readily be explained, however, as 
a result of difficulty in collection. What 
then, is the chance of business recover- 
ing? Another question might be along 
the lines of the value of the business in 
the event of forced liquidation and the 
effect on the applicant.” 


Replacement Business Satisfactory 


_ On the use of life insurance forthe 
immediate replacement of estates which 
have been cut or wiped out by business 
conditions, Mr. Riley said that many 
policies have been issued for this pur- 
pose and in general it should be satisfac- 
tory business to the companies if two 
conditions are met: (1) ability to pay 
the premiums and (2) potential future 
earning power which warrants the 
amount. 


Unincorporated Insurance 


Organization Can Be Sued 





The Missouri supreme court holds 
that 9157 former members of the grand 
lodge of the Brotherhood of Railway 
Trainmen have the legal right to bring 
suit against the organization to recover 
$250,000 paid in insurance premiums. 

The brotherhood canceled the insur- 
ance after the trainmen participated in 
the 1920 strike, which the international 
officers held was illegal. When they 
brought suit to recover the insurance 
premiums, attorneys for the brotherhood 
contended that the grand lodge, being a 
voluntary unincorporated association, 
could not be sued. Counsel for plain- 
tiffs imsisted that the brotherhood was 
engaged in the insurance business and 


Riley, , 


| It has gained 


when | 


Questions arise, however, | 


This | 





was subject to the insurance laws of 


Missouri. On this question the supreme 


court ruled: 


the defendant as an 
which stands ad- 


“Dealing with 
insurance association, 


mitted, we are not impressed with the 
argument that our laws are so deficient 
that a large association like this one can 
and does carry on business in this state, 
making contracts of insurance, collecting 


thousands of dollars by way of pre- 
miums and dues, and when brought into 


court to answer for violation of or re- | 

ie - = 5 fusal to perform such contracts can defy 
NEW YORK, Nov. 25.—The value to 

a home office underwriter of being able | 


the court to afford any remedy by assert- 
ing its legal nonentity and want of ca- 


| pacity to be sued.” 


To Continue Disability 

The Aid Association for Lutherans, 
Appleton, Wis., continues to show fine 
progress this year. President G. D. 
d states the company will con- 
tinue to write disability on the old basis. 
1,000 new members this 
year and an increase of $1,000,000 or 
more each month. The juvenile depart- 
ment has made good progress, with 400 
new members a month and $250,000 in- 
crease in new insurance on children. 


All books used for Chartered Life 
Underwriter degree sold by The National 
Underwriter. 


ry 











Continental has been writing 
Disability insurance for more 
than thirty-five years. 





The Continental Seal signifies 
protection of the highest possi- 
ble quality. 


| bottom of 


| nomic 





sonal 
We offer: 


jalized knowledge of the 
ealth & Accident insurance 
business. 
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October Sales Indicate 
Bottom of Curve Passed 











HARTFORD, Nov. 25.—Sales o! or- 
dinary life in October continued the 
trend evidenced during the preceding two 
months and seem to indicate that the 
the curve in life insurance 
sales has been passed, according to the 
Sales Research Bureau. Monthly sales 
reveal a better experience than figures 
for the previous months of the year, 
which is an encouraging sign. Since life 
insurance is an excellent reflector of 
general economic conditions, an advance 
in sales seems to indicate improved 
factors. The improvement in 
sales conditions is not confined to any 
particular section but is reflected in 
every section, with the exception of the 
Mountain states. The Great Lakes to 
the Gulf of Mexico district shows very 
substantial improvement. The depres- 
sion in this section of the country has 
been lightened by the increases in the 
prices of wheat, cotton and oil. Pacific 


*cO- 


Coast shows the greatest improvement, 


October sales there being only 12 per- 
cent off, while the first nine months sales 
were off 22 percent. 

Sales for the country as a whole in 


An unblemished reputation 
for prompt and efficient claims 
service extending over a third 
of a century. 


Financial strength above 
question. 


| October were 12 percent below last year. 


The New England states were only 6 
percent below last year and the middle 
Atlantic showed a loss of 10 percent. 
Wyoming and the District of Columbia 
both recorded increases in October and 
Delaware equalled sales of a year ago. 

The folowing table affords a compari- 
son of sales in October and in the ten 
months of the year to the same period in 
1930: 


Ten Mos. 

Oct. Sales Sales 

Total, .. 88% 85% 
New England 94 94 
Middle Atlantic 90 87 
East North Central 88 84 
West North Central 82 2 
South Atlantic 85 85 
East South Central 80 76 
West South Central 84 78 
Mountain 78 80 
Pacific : 88 79 


Lloyd A. Peak Advanced 


SEATTLE, WASH., Nov. 25.—Suc- 
ceeding George M. Jacobs, who held 
the position for 16 years, Lloyd A. Peak 
has been appointed superintendent of 
agency service department of the North- 


ern Life. He has been with the North- 
ern Life since 1921 
Mr. Jacobs was recéntly appointed 


general agent for the Fidelity Mutual 
Life in western Washington. 


INCOME OPPORTUNITY 
For Life Insurance Salesmen 


Salesmen accustomed to writ- 
ing Disability benefits in con- 
nection with the sale of Life 
insurance will find in this 
organization the facilities they 
require for completing per- 
insurance programs. 
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A broad range of contracts 
assures the right policy for the 
exact need. 


A broad range of modern, flex- 
ible contracts, designed to 
meet every legitimate need. 





Continental is amply financed, 
competently managed, and its 
stability is unquestioned. 


Plus other facilities for making a connection 
with this institution both pleasant and profitable 


FOR FULL INFORMATION, ADDRESS YOUR INQUIRY TO 
THE AGENCY DEPARTMENT, ACCIDENT & HEALTH DIVISION 


CONTINENTAL 


CASUALTY 


CHICAGO 


COMPANY 


ILLINOIS 
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FEDERAL RESERVE LIFE 


Visual Selling Kit 


The enormous advan- 
tages of Organized 
Presentations and of 
Visual Selling Material 
are no longer ques- 
tioned. 


The Visual Selling 
Kit used by field men of 
the Federal Reserve 
Life contains, among 
other material, complete 
organized visual sales 
presentations for: (1) 
Clean-Up Fund; (2) 
Family Income; (3) 
Educational Provision; 
and (4) Retirement I[n- 
come. 


The proper use of 
such material is ex- 
plained thoroughly at 
the REGIONAL 
AGENCY MEET- 
INGS, regularly sched- 
uled at strategic points 
in Ohio, Michigan, In- 
diana and IIlinois. 


THE 


KANSAS CITY, KANSAS 


| INSURANCE COMPANY 


Mr. Frank M. Hayes, Vice President—Agency Director 
Federal Reserve Life Insurance Co., Kansas City, Kans. 
Sir: I am interested in joining a progressive Agency 
Organization and will appreciate further information 
about your Organized Visual Selling Kit, Regional 
Agency Meetings and other modern Agency plans. 


Sincerely, 
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Large Turnout at Hastings 


Despite Threat of Blizzard 





NEBRASKA LIFE MEN MEET 





Association Idea Growing Stronger, Re- 
ports Indicate—Keener Interest 
Noted Outside Big Cities 





Threat of a blizzard failed to dampen 
the enthusiasm of 150 Nebraska life in- 
surance men who attended the conven- 
tion of the Nebraska Life Underwriters 
Association at Hastings. Omaha and 
Lincoln each sent some 15 men, and 
the eight associations sent delegations. 
George Cowton of Grand Island, who 
presided, expressed pleasure over prog- 
ress made in organizing the life men lo- 
cally, and the interest shown as indicated 
by the fact that more than 100 present 
were from outside the two big cities of 
the state. Announcement of new com- 
mittees will be withheld until after the 
executive committee meets early next 
year. 

Steady Membership Growth 


The eight local associations reported 
steady growth in membership and in- 
terest. President Sebastian of the new- 
est member, North Platte, said that his 
association has set up standards of re- 
quirements for membership and a code 
of ethics to which members must sub- 
scribe. 

Insurance Commissioner Herdman 
was not present, although he was on 
the program to discuss department prob- 
lems. Governor Bryan has announced 
that he would be spokesman for the 
code departments, and it is assumed 
this bars the commissioner from public 
addresses. E,. J. Phelps, president Ne- 
braska Life Managers’ association, told 
of efforts to end unethical practices, 
there having been several prosecutions. 
Commissioner Herdman cooperated. Mr. 
Phelps said the state association could 
aid materially in discovering, reporting 
and helping to prosecute cases. 
Peterson a Speaker 


C. Petrus Peterson, general counsel 
Bankers Life of Nebraska, gave an in- 
spirational talk on “The Source of En- 
ergy.” He told how conditions can be 
utilized in the development of the un- 
derwriter. Each individual, he said, is 
the source of sufficient energy to in- 
sure whatever measure of success for 
himself that he desires. 

Prof. W. A. Irwin, economist at 
Washburn college, Topeka, Kan., closed 
with a talk on why life insurance should 
be bought. He pointed out the relation- 
ship between life insurance and economic 
conditions, saying that life insurance is 
the one business that has shown com- 
plete flexibility in meeting the chang- 
ing conditions. The automobile, he 
said, is yearly taking a larger toll of 
American lives than did the war, yet 
companies meet the situation without 
any dislocation of business or any seri- 
ous effects upon their finances. 

The Hastings association was host, 
with John Stanley as master of cere- 
monies. Kearney invited the associa- 
tion to meet there next. McCook is 
almost completely organized, and Nor- 
folk is in process of organization. 


Borden Named Chairman of 
National 1932 Insurance Day 





NEW YORK, Nov. 25.—A. G. Bor- 
den, second vice-president of the Equit- 
able Life of New York, has been ap- 
pointed chairman of the Life Agency 
fficers committee for Insurance Day 
in National Thrift Week, Jan. 18-24. 
Before going into the home office of the 
Equitable Mr. Borden was a million dol- 
lar producer for that company. In spite 
of this volume only one of his clients 
has lapsed his policy during the last two 
years, a record which makes his appoint- 
ment as chairman a particularly suit- 





Federations Hold Annual 
Session at Charlotte, N. C 





Places for their next meetings were 
chosen by the North and South Caro- 
lina insurance federations at the Char- 
lotte convention. The North Carolina 
federation will meet at Winston-Salem 
and the Palmetto federation in Columbia. 

G. C. Tudor, Winston-Salem, was 
elected president of the North Carolina 
federation, succeeding P. R. Cross oj 
Raleigh. Price Barber, Winston-Salem, 
is the new secretary-treasurer, succeed. 
ing J. J. Doyle and Walter Lambeth of 
Charlotte. 

The new vice-presidents are G. 0. 
Bagwell, Charlotte; Thomas O’Berry, 
Goldsboro; A. B. Morgan, Raleigh, and 
W. E. Chambers, Asheville. 

Oliver Thurman, vice-president Mutual 
Benefit Life, Newark, gave an interest- 
ing talk crammed with reminiscences. 
C. W. Gold, president Pilot Life, Greens- 
boro, spoke on “Riding to Prosperity on 
the ‘Yes’ Line,” and Raymund Daniel, 
associate editor “The Insurance Field,” 
Atlanta, on “Cycloramic Giraffes.” “Fire 
Prevention and Its Relation to the 
Economic Depression and Unemploy- 
ment,” was the subject of T. A. Flem- 
ing, supervisor conservation department, 
National Board, New York City. His 
address was broadcast over station 
WBT, Charlotte. He said it is essential 
that Americans profit by experiences of 
recent years to avoid a return of a simi- 
lar disastrous business cycle. The eco- 
nomic situation has awakened America 
to the problem of waste. He pointed out 
that the debt moratorium suggested by 
President Hoover amounts in principal 
and interest to $250,000,000 to the United 
States, whereas the annual fire bill is 
nearly double that. 


C. L. U. Review Course Soon 
Begins in Northwestern U. 





Northwestern University at Evanston, 
Ill, is starting a new course in the 
school of commerce, beginning Dec. 1 
and ending June 10, a complete review 
course to qualify life underwriters for 
the June C. L. U. examinations. North- 
western is said to be the only university 
to give this complete review course 
other than the Wharton School of Com- 
merce & Finance of the University of 
Pennsylvania. The Wharton School gave 
this course last year and is again doing 
so this year. Northwestern professors 
and instructors will cover the various 
subjects, with the exception of those 
which are purely life insurance, which 
will be handled by E. T. Lothgren, 
Northwestern Mutual, Chicago. The 
subjects covered include salesmanship 
and fundamentals, psychology, econom- 
ics, sociology, business and commercial 
law, wills, trusts and estates, banking, 
government, corporations and partner- 
ship. 

There are now 387 life insurance sales- 
men in the United States who have re- 
ceived the C. L. U. designation, of whom 
40 are in Chicago. 


Malcolm Adam Gives Tip 


Valuable tips on how to decrease the 
percentage of declinations were given 
agents of the Stumes & Loeb general 
agency of the Penn Mutual in Chicago 
at a dinner meeting by Malcolm Adam, 
assistant vice-president on the home 
office staff. He told details of the 
underwriting process and pointed out 
how agents can underwrite their busi- 
ness in the field. ‘Willard Detweiler, 
Mr. Adam’s assistant also spoke. A 
long open forum was held. Mr. Adam 
reported the business outlook much 
more optimistic. He pointed out that 
Stumes & Loeb to date have paid for 
$12,000,000, as much as their paid-for 
figure all last year. Charles B. Stumes 
introduced the speakers, There were 
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44 agents present. 











DERW 
life 

clau: 
inst 
stein 
for ; 
retre 
Thir 
ng 
have 
of s¢ 
stein 
too 

swin 











27 


November 


, 


— 





a E_ 


Sioux City Life Man Comments 
on the Disability Income Clause 





aE 

Emil Sloutzky of Sioux City, la., gen- 
eral agent of the Columbian National 
Life, comments on the disability clause, 
making some observations on the state- 
ment of S. D. Einstein of Vineland, 
N. J., published in THe Nationa Un- 
perwriTeR. Mr. Einstein advocated that 
life insurance continue the disability 
clause as it rightfully belongs to the life 
insurance scheme. Secondly, Mr. Ein- 
stein declared that life insurance is due 
jor a setback in volume because of its 
retreating from the_ disability field. 
Thirdly, Mr. Einstein feels that in mak- 
ing this backward move the companies 
have admitted that they are not capable 
of solving the problem. Next, Mr. Ein- 
stein declared that the pendulum swung 
too far in one direction and now it is 
swinging too far in another. 


Opposed to the Clause 


Sut Mr. Sloutzky differs from some 
of the field men. He is opposed to the 
disability clause. It is fitting, therefore, 
that a field man ot his observing powers 
express his opinion. He says: 

“My contention is that life insurance 
is discontinuing a coverage, which right- 
fully belongs to casualty companies. A 
clientele which is considering life insur- 
ance only as a means and disability as 
an end, is undesirable for life insurance, 


Jan. 19 Selected as Date 
for Indiana Insurance Day 





Jan. 19 was selected for the next In- 
diana Insurance Day at a meeting in 
Indianapolis Monday of the general 
committee, of which Ralph L. Colby, 
Indiana manager of the Franklin Life, 
is general chairman. It was decided to 
have divisional meetings as in the past 
for life and for fire and casualty pro- 
grams, with a banquet on Tuesday eve- 
ning. A get-together dance will also 
be given on Monday evening as in the 
past. It was decided to reduce the reg- 
istration fee so that those who wish to 
attend the educational sessions may do 
so without being obligated to purchase 
banquet tickets. 

Committee chairmen were appointed 
as follows: Registration, J. W. Stick- 
ney; speakers, C. F. Merrell, attorney, 
and P. W. Simpson, Aetna Life; recep- 
tion, E. M. Sellers, Indiana Inspection 
Bureau, and R. H .Habble, Massachu- 
setts Mutual Life; publicity, Herbert L. 
Barr, Alliance Fire, and L. C. Kigin, 
Terre Haute, New York Life; finance, 
Russell B. Byers, American Central 
Life, and Frank P. Manly, Indianapolis 
Life; entertainment, L. W. Bass, Frank- 
lin Life. 

Another meeting will be held next 
Monday to which will be invited the 
officers of life underwriters associations 
outside of Indianapolis and the officers 
of some ten other bodies affiliated with 
the Indiana State Insurance Federation. 

Encouraging pledges of support have 
been received from large bodies of un- 
derwriters and a goal of 1,300 has been 
set for attendance. 


Readjust Security Holdings 


Policy loans increased $368,000,000 in 
the year ending last August, according 
to an analysis of the investments of lead- 
ing companies by the “Wall Street Jour- 
nal.” The normal pre-depression in- 
crease was $200,900,000. Holdings in 
government securities increased $173,- 
000,000 compared to $23,000,000 the year 
before while farm mortgage holdings 
were reduced by $38,000,000. Other 
mortgages were iacreased $184,000,000 
as compared to $355,000,000 the preced- 
ing year and $507,000,000 in 1929. Hold- 
ings of railroad securities increased only 
$42,000,000 last year compared to $95,- 
000,000 in 1930. 


|and life insurance is better off without 
| them. The life insurance companies can 
| not solve the problem, and they are right 
}in admitting it. 

Ve have learned that regardless of 
depression, political graft, social disturb- 
ances, reckless speculations and ava- 
lanche of hectic prosperity, the solv- 
ency, dignity and efficiency of life insur- 
ance is not affected. Life insurance is 
not entirely immune from any contagion 
from the commercialized atmosphere, 
but its principles are of such perfection 
that it makes the pendulum of life insur- 
ance swing perpetual, regular and cor 
rectly. The chaotic swinging of the pen- 
dulum because of disability is evidence 
that it does not belong to life insurance. 
It is true that the public is so much edu- 
cated as to the disability clause that it 
may require considerable effort to place 
them back on the right track, but the 
safest way to cure a disease is to elim- 
inate the cause. 

“I have been permanently engaged in 
the underwriting of life insurance for 


23 years. It is about 15 years since the 


EDITION 


beginning of the prominence of the dis- 
ability benefits. Personally, I was hos- 
tile to it from the beginning. I have 
offered this only when compelled by 
competition, and then only as an addi 
tional contract. 

“I have observed the misunderstand 
ings, misrepresentations and litigations 
on account of the disability clause. I 
am delighted to notice that its fallacies 
have reached the life insurance compa- 
nies through their own experience, and 
I hope that this will be the first step 
towards the purification of life insur- 
ance. The waiver of premium clause only 
belongs to life insurance, and this also 
not as a special contract, but as an addi- 


life insurance contract.” 


Report Gains in 30 Cities; 
Greatest in Central West 


BOSTON, Nov. 25.—The most in 
teresting insurance news of the moment 
is, of course, the trend of business. This 
trend may be illustrated by results 
grouped under two classifications; by 
centers of population and by geograph- 
ical distribution. The New England 
Mutual reports that its business to Nov. 
1 shows that in 30 different cities 34 





tional benefit for the safeguarding of the | 





agencies report a gain in new insurance 
for the year as compared with 1930. 
The largest gain was made in Chicago, 
in part through new development, while 
Milwaukee, Pittsburgh and even Detroit 
exhibit marked increases, as do smaller 
cities like Rochester, Indianapolis, 
Tampa, Pittsfield, Mass., Worcester, 
Mass., Decatur, Columbus, Buffalo and 
Manchester, N. H. 


Neo Improvement in South 


By geographical distribution the trend 
is not so clear. With the exception of 
Tampa, New Orleans and Savannah, the 
southern cities do not show noticeable 


improvement. On the other hand, in 
| New England as a whole and Greater 
New York, where general business is 


giving signs of life, the experience of 
this company is that increases are com- 
paratively rare. The important gains 
apparently are being made in the middle 
west, with the Mississipni valley and the 
plains states as fairly close runners-up 
Che entire business of the company to 


| 


| Nov. 1 was slightly in excess of last 
ear. 

| The Little Gem Life Chart helps you 
| sell policies, backs up your arguments, 


| answers rate, policy, dividend and com 
pany questions and gives vou confidence 





because you have accurate facts handy 
when you want them Order at your 
company club rate from T National 


| Underwriter 














The November Horoscope 


In the early period of November to the 2!st of 
month inclusive Scorpio holds sway. 


the 
Persons coming 


under Scorpio's influence are noted for energy, cour- 


age and ambition. 


Famous persons born under Scorpio are Gustavus 
Adolphus IV, Paderewski, Martin Luther, Marlborough, 
Robert Louis Stevenson and James A. Garfield. 


Sagittarius reigns over the latter days of November, 
and determination and independence of spirit are two 
prominent characteristics found in people coming 


under the Archer's influence. 


Famous persons born under Sagittarius are Spinoza, 
Andrew Carnegie, Mark Twain and Dean Swift. 


The Topaz is your lucky stone. 


Your lucky colors are scarlet and gray. 


lf you are in the life insurance business but not now 


under contract, the zodiacal signs 


get in touch with the Royal Union. 


holds forth 


salesmen. 


unusual 


¢ 


Royal Union Life 


opportunities for 


are urging you to 
Our Company 
ambitious 


Insurance Company 


Des Moines, lowa 


A. C. TUCKER, Chairman of the Board 
J. J. SHAMBAUGH, Pres. 


B. M. KIRKE, V. P. & Field Mgr. 


W. D. HALLER, Sec'y 
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And Now--A New 


“Dersonal Life Income” 


A savings account with interest 
and dividends exceeding the average 
interest rate paid on savings plus a 
guaranteed life income, with three 
options available, beginning at any 
age from 50 to 70, both inclusive. 


Illustration: By saving $100 annu- 
ally for 30 years, starting at any age, 
the cash value will be $4,809 plus 
$1,430.95 in accumulated dividends, 
(assuming the present schedule is 
maintained) or $6,239.95 on a total 
deposit of $3,000 —438% compound- 
ed annually. 


Liberal life incomes for (1) 120 
months certain, participating, (2) Re- 
fund Annuity, (3) Straight Annuity. 


For details at any age address 
Agency Department 


THE MIDLAND MUTUAL 
LIFE INSURANCE CO. 
Columbus, Ohio 


“Its Performances Exceed Its Promises”’ 
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Yeomen Go on Mutual Basis 





Special Session Scheduled for Jan. 14 
te Vote on Change—Expect 
Proposal to Pass 


DES MOINES, IA., Nov. 25.—A 
special session of the supreme con-, 
clave of the Brotherhood of American 
Yoemen of Des Moines will be held 
here on Jan. 14 to consider transforming 
the institution into a legal reserve mu- 
tual level premium life company. There 
is every indication that the proposal 
will be favorably voted upon, and if it 
is, the name will be changed to the 
Yeomen Mutual Life. At present the 
company has over $150,000,000 of life 
insurance in force, and assets well in 
excess of $22,000,000. It maintains a 
home and school for the children of 
deceased members at Elgin, Ill. The 
principal officers are: A. H. Hoffman, 
president; Fred P. Gilbert, P. A. Stark 
and Earl D. Frink, vice-presidents; 
George F. Wall, secretary and W. E. 
Davy, treasurer. 

The Brotherhood of American Yeo- 
men was organized as a fraternal bene- 
ficiary society in 1897. Since that time 
it has disbursed over $55,000,000 in bene- 
fits. It has always been one of the 
progressive fraternal societies. At pres- 
ent the company is writing ten differ- 
ent forms of contract, all on the legal 
reserve basis. It operates and main- 
tains state supervisors in Arizona, New 
Mexico, Texas, California, Colorado, 
Illinois, Indiana, Kansas, Missouri, Mon- 
tana, Wyoming, Nebraska, North Da- 
kota, Ohio, Michigan, Oklahoma, Ore- 
gon, South Dakota, Washington and 
Wisconsin. 


Amicable Takes Over Alamo 


Waco Company Reinsures San Antonio 
Carrier to Produce Company with 
$72,000,000 in Force 











The outstanding liabilities of the Ala- 
mo Life of San Antonio have been re- 
insured in the Amicable Life of Waco, 
Tex. 

Under the reinsurance arrangement, 
the Amicable assumes all policy liabili- 
ties of the Alamo as of Nov. 9 upon the 
assignment by the Alamo to the Ami- 
cable of all assets exclusive of the home 
office building. 

Stockholders of the Alamo ratified 
the agreement in a special meeting after 
the directors of the Alamo authorized 
the sale. 

President A. R. Wilson of the Ami- 
cable Life states that the merger has 
been accomplished with the full and 
complete approval of the Texas depart- 
ment. 

Mr. Wilson says that the merger is 
producing a company of more than $72,- 
000,000 insurance in force; assets of 
more than $9,000,000 with a capital and 
surplus of about $1,400,000. 

The Alamo was launched in 1924. 
Graham Dowdell has been president and 
H. H. Rogers, chairman of the board. 
As of Dec. 31, total assets of the Alamo 
were $548,929; capital, $100,000; sur- 
plus, $3,550; insurance in force, $10,739,- 
264. 

The Amicable was launched in 1909 
and began business in 1910. Its admit- 
ted assets as of Dec. 31 were $8,604,768; 
capital, $820,000; surplus, $800,840: in- 
surance in force, $57,778,228. 


Revamping of Commonwealth 
Life, Ill., Is Now Completed 





Reorganization of the Commonwealth 
Life of Springfield, Ill, has just been 
completed with an increase of the direc- 
torate from five to seven and the elec- 

















tion of the following officers: president, 








| NEWS OF THE COMPANIES | 


Dr. A. E, Walters, Springfield; vice. 
president and secretary, H. N. Bruce, 
Monmouth, IIl.; treasurer, E. R. Biggs 
Albuquerque, N. M.; general counsel. 
E. S. Hodges, Springfield. 

The other members of the board are: 
Frank Hallam, Monmouth, IIL; W. T. 
Coble and C. W. Furr, Amarillo, Tex 

The reorganized company will confine 
itself to life underwriting and announce. 
ment is made that impairment of capj- 
tal, resulting from transactions of the 
former management, has been made 
good by the new directorate. The com. 
pany operates on a legal reserve basis 
and has approximately $4,000,000 busj- 
ness in force. 

The Commonwealth is moving to the 
ground floor of the Illinois Casualty 
building from the Ridgely-Farmer Bank 
building. 

Prominent Men in Charge 


President Walters is a prominent phy- 
sician. He became president some 
months ago, following revelations of the 
transactions which led to the indict- 
ment of George J. Kabureck, former 
president, for alleged irregularities in- 
volving approximately $27,000. 

Mr. Bruce was formerly actuary for 
the Illinois Bankers of Monmouth. 

Active management will be largely in 
the hands of Mr. Bruce and Mr. Hallam, 
the latter also having been identified 
with the Illinois Bankers. 

Mr. Biggs, Mr. Coble and Mr. Furr 
have been associated with the All- 
American Life of Amarillo and the 
Great Western Life of Albuquerque. 

Final decision as to the Pilot Life, 
which also had been in process of or- 
ganization by Kabureck, has not been 
determined, but it is understood that 
the new management of the Common- 
wealth will confine its attention to the 
affairs of that company. 

Kabureck’s trial has been continued 
to the January term. 





Fidelity Life Merger Ratified 


MONTGOMERY, ALA., Nov. 25.— 
Sale of the Fidelity Life of Birming- 
ham to the All-States Life of Mont- 
gomery was ratified by 97 percent of 
the stockholders of the former at a 
meeting in Birmingham last week. 

John M. Corr, former president Fidel- 
ity Life, has been appointed manager 
ordinary department of the All-States 
Life. Fidelity Life agents who will rep- 
resent the All-States Life are James L. 
Herron, general agent southeast Geor- 
gia, at Tifton, Ga.; C. M. Collins, gen- 
eral agent Tuscaloosa, Ala.; Krop In- 
surance Agency. general agent Carbon 
Hill, Ala.;: Ben H. Smith, general agent 
Haleyville, Ala. 


Will Invest in Service Loan 


As a further evidence of the wide- 
spread interest being taken in the Do- 
minion of Canada national service loan, 
the Great-West Life of Winnipeg te 
ports its intention to subscribe to the 
extent of $3,000,000. This investment 1s 
made not only in view of the excellence 
of the security but to further improve 
that careful balance that is kept in the 
company’s investments. Assuming these 
securities added to the present portfolio, 
the effect, shown as a percentage of the 
investments, will be approximately as 
follows: Bonds and debentures, 35 per- 
cent; city mortgages and properties, 25 
percent; farm mortgages and properties, 
19 percent. 


Habermann Formerly a Coach 


Roy E. Habermann, production _man- 
ager at Chicago for the Everts Wrenn 
agency of the State Mutual, whose ap- 
pointment as Minneapolis general agent 
was reported last week, succeeds 
Dygert, resigned. Mr. Habermann was 
for eight years before entering life i 
surance coach for various sports at 
Knox College. 
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Home Office Men Review 
Underwriting Questions 
(CONTINUED FROM PAGE 5) 


athletes present a moral hazard because 
of the possibility of dissipation when 
breaking training but particularly on 
account of having to adjust themselves 
to considerably reduced incomes when 
their days of stardom are over. 

President J. A. Fulton of the Home 
Life of New York spoke on “Balance in 
Underwriting” at the afternoon session 
on the second day. H. S. Don Carlos, 
Travelers associate chief adjuster and 
president of the International Claim As- 
sociation, spoke briefly, pointing out 
that in weighing cases of insanity or 
nervous breakdowns the cause should 
be considered, as it sometimes happens 
that there has been sufficient cause, such 
as a number of deaths in the family in 
a short period, to result in almost any- 
one being thrown off his mental bal- 
ance. 

All the officers of the association were 
reelected and will serve for another year. 
They are: President, A. D. Reiley, su- 
pervisor of risks, Mutual Life of New 
York; vice-presidents, W. H. Dallas, as- 
sistant vice-president, Aetna Life, and 
John Rohlffs, assistant secretary, New 
York Life; treasurer, F. Phelps Todd, 
vice-president, Provident Mutual Life; 
secretary, Leigh Cruess, assistant secre- 
tary, Home Life of New York; editor 
of publications, Malcolm Adam, assistant 
vice-president, Penn Mutual Life. 

The executive committee of eight was 
elected as follows: A. J. Riley, assistant 
mathematician, Mutual Benefit Life; L. 
M. Robotham, secretary, life department, 
Travelers; J. R. Harris, manager, ordi- 
nary application division, Metropolitan 
Life; R. B. Gordon, vice-president, State 
Mutual Life; H. F. Larkin, vice-presi- 
dent, Connecticut Mutual Life; F. N 
Everett, manager, ordinary issue depart- 
ment, Prudential; M. J. Koniger, as- 
sistant supervisor, bureau of issue, 
Equitable Life of New York; and W. R. 
Pond, manager, underwriting depart- 
ment, John Hancock Mutual Life. Phila- 
delphia was chosen for the spring meet- 
ing, but no date was decided on. 

The underwriting clinic, inaugurated 
at last spring’s meeting, continued to be 
a valuable and popular feature and re- 
sulted in extremely interesting discus- 
sions. 

R. D. Murphy, vice-president Equi- 
table Life of New York, spoke at the 
luncheon meeting the first day, while Dr. 
P. M. Foshay, vice-president and man- 
ager of selection Mutual Life of New 
York, spoke at Friday’s luncheon. 


Armstrong Interprets Law 





Pennsylvania Commissioner Explains 
How to Get Non Resident Agents 


Licenses for Foreign Insurers 





Commissioner Armstrong of Pennsyl- 
vania has prepared an interpretation of 
the amendment to the insurance com- 
pany law of 1921, which was passed at 
the last session of the Pennsylvania leg- 
islature requiring foreign insurers to do 
business through resident agents. Al- 
though prohibiting foreign insurers from 
writing through a nonresident, the 
amendment provides that the commis- 
sioner may, under such regulations and 
restrictions as may be deemed neces- 
Sary, issue licenses to nonresident 
agents who are licensed in the state in 
which they reside, but these agents 
shall not countersign any policy. 

Mr. Armstrong states that an appli- 
cant will be considered as having his 
Principal place of business in Pennsyl- 
vania for casualty business if his princi- 
pal office is located in Pennsylvania, 
and for life and/or accident and health 
if he transacts the majority of his busi- 
ness in Pennsylvania. 

A nonresident who does not have his 
Principal place of business in Pennsyl- 
vania must, in applying for new or re- 
newal license, either submit a certified 
copy of the license from the department 





of the state in which he resides, indi- 
cating that he is licensed for the same 
class of business for which application 
is being made in Pennsylvania; or a 
letter from the department of the state 
in which he resides stating that he is 
licensed for the same class of business 
for which application is being made for 
Pennsylvania; or, if the applicant rep- 
resents a company incorporated in the 
state in which he resides, for which no 
agent's license is required, he must sub- 
mit a letter from the insurer he repre- 
sents stating that he is an agent of that 
company in good standing and that he 
is authorized to transact the same class 
of business. 

To those nonresident agents, who 
qualify, a restricted license will be is- 
sued, “Nonresident restricted license. 
Licensee not authorized to sign policies.” 

Nonresident licenses will not be dis- 
turbed until March 31, 1932, Mr. Arm- 
strony states. Casualty licenses of this 
type, other than the limited form of 
accident and health, will automatically 
expire at that time and will not be re- 
newed. Life and/or accident and health 
licenses will be renewed upon compli- 
ance with the requirements. 


Linton Gives His Views on 
Maintaining Dividend Scales 





In the light of the business depression, 
with its resultant new problems, it is 
rather interesting to note the remarks of 
M. Albert Linton, president Provident 
Mutual Life, in an informal chat on the 
subject of surpluses and dividend scales. 

“When a company is at the bottom of 
a depression,” remarked Mr. Linton, 
“with the prospects tending toward an 
upward turn for the better in the near 
future, I believe that it is perfectly ad- 
visable for the company to dip into the 
surplus in order to keep up its dividend 
scale. It can afford to do that, knowing 
that the condition existing then is only 
temporary and that the following year 
will find things back at normal or near 
normal.” 

However, where business is bad for 
several years in succession, he does not 
believe that it would then be wise for 
the company to continue eating into the 
surplus to keep the dividend scale the 
same. To do that, he thinks, might im- 
pair the company’s surplus and perhaps 
place the company in a ticklish spot 
financially. In his opinion, in such a 
condition, it would be far more advisable 
to cut the dividend, increasing it after 
business improves. 

The Provident will maintain its divi- 
dend scale in 1932. The Provident's 
surplus is said to be almost 1 percent 
over the requirements, and the company 
could stand several bad years, it is said, 
without having its surplus suffer and 
still retain the same scale of dividends. 


Malone Again Prodastion 
Leader of the Reliance Life 





For the second consecutive year, J. F. 
Malone, general agent of the Reliance 
Life at Pittsburgh, has achieved the 
ranks of the million dollar producers. 
Announcement that Mr. Malone has sold 
more than $1,000,000 of Reliance Life 
insurance, mostly in the Pittsburgh dis- 
trict, in the past ten months was made 
by H. T. Burnett, manager of the west- 
ern Pennsylvania department. 

“The achievement of Mr. Malone in 
selling insurance totalling more than a 
million dollars this year indicates clearly 
that business can be sold by a man of 
ability and energy whose efforts are not 
diminished by subnormal business con- 
ditions,” said Mr, Burnett. 

Mr. Malone has consistently led the 
national sales organization of 1,500 Reli- 
ance Life representatives in production 
since his connection with the company 
in February, 1930. Early this year he 
was awarded a gold watch for selling 
at least one policy each week for 52 con- 
secutive weeks. 








Let's fill up the tank 


and 


GO PLACES 


On a bright Fall morning recently a filling 
station employee remarked “Weather like this 
makes you feel like loading up the gas tank and 
going places!" 


There's nothing like the proper atmosphere 
to make you feel like doing things, and this does 
not apply merely to the weather. In fact, to the 
personal salesman nothing is so important as the 
"atmosphere" in the organization which he rep- 
resents. 


That's one big reason why NwNL salesmen 
are on their way to high goals. They feel good 
because of the exhilarating atmosphere of satis- 
faction and good feeling that pervades the en- 
tire Company. 


NwNL is proud of its equipment such as 
policies for every need, mail advertising service, 
sales helps, educational advantages, and its 
sound and prosperous financial condition, but 
none of these is a greater reason for pride than 
the spirit of goodfellowship that fills the NwNL 
atmosphere. Let's GO PLACES. 


The 
Doorway 


To 
Opportunity 





NORTHWESTERN NATIONAL 
LIFE INSURANCE COMPANY 


©. J. ARNOLD. pacswent 


STRONG~— Minneapolis Minn. ~ LIBERAL 
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Felss-Dorsey Are 
Well in the Lead 


{CONTINUED FROM PAGE 3) 
tion personally owned less than 4,000 
shares. As a result of the letter sent out 
by Theobald Felss in behalf of the Dor- 
sey faction and opposing the Nims vot- 
ing trust plan, an additional 50,000 
shares was acquired by Nov. 16. 

“The Missouri State Life,” the A. M. 
Best Company states, “in common with 
most others, has problems in connection 
with its assets, the solution of which 
requires the most intelligent, disinter- 
ested and economical management pos- 
sible to obtain. Its board of directors 
should consist of the strongest men 
available, representative of the stock- 
holders as a whole, and not of any fac- 
tion, but certainly without prejudice to 
any large stockholder or group of stock- 
holders. It should have at its head the 
ablest life insurance executive available. 

“We can see no possible advantage to 
be obtained by stockholders generally 
through the surrender of their voting 
rights for seven years; on the contrary, 
they should exercise those rights at all 
times, and hold the management strictly 
accountable to them. : 

“On Nov. 20 we wired E. D. Nims, 
chairman of the board of the company, 
for a statement as to how many voting 
trust agreements have been signed, but 
up to the present writing no answer has 
been received.” 


Stock Fluctuations 


When the fight for control of the Mis- 
souri State Life started, its stock ad- 
vanced from around 9 to about 14, 
apparently on the theory that the two 
factions would be in the market. How- 
ever, the factions seem to be soliciting 
proxies of present stockholders rather 
than attempting to buy control and the 
Missouri State Life stock is back around 
nine again. 

It is understood that Mr. Felss plans 





bringing legal action to prevent the First 
National Bank of St. Louis from voting 
a block of 11,250 shares which he holds 
but which in 1923 he placed under an 
indenture of trust providing that it 
should be voted by the then Liberty 
Central Trust Company. The First Na- 
tional Bank is successor trustee for this 
stock and the First National is headed 
by Frank O. Wetts, a stockholder of the 
Nims faction. In addition to this block, 
Mr. Felss and his family own some 
15,000 other shares, the voting of which 
is not complicated. 


Canadian Life Officers 
Annual Meeting at Toronto 
(CONTINUED FROM PAGE 5) 


the life companies, as the most important 
group of investors, to exercise a highly 
salutary restraint upon over-borrowings, 
and thus lessen the intensity of the next 
boom and its consequent reaction.” 

H. H. Stevens, minister of trade and 
commerce for Canada, speaking at the 
luncheon meeting, showed that the Do- 
minion’s finances are in good condition, 
and that employment now is greater than 
a year ago, in construction, retail fur- 
niture, printing, textiles, and pulp and 
paper. 

The executive committee’s report 
showed 45 companies now in the asso- 
ciation, the Industrial Life of Quebec 
having been added during the year. The 
proposal approved by the association a 
year ago, that life insurance on children 
be permitted to the amount of $100 at 
age 1 and increasing $100 a year up to 
between ages 9 and 10, after being ap- 
proved also by the Association of Pro- 
vincial Insurance Superintendents, was 
adopted by the several provincial legisla- 
tures this year. In regard to medical 
examinations for joint life policies, it 
was agreed that full medical fees be paid 
for both examinations. 

Other matters referred to in the ex- 
ecutive committee’s report included: 





i 


Competition of the Dominion govern- 
ment annuities branch, which has been 
actively offering government annuities 
at rates which do not provide for ex- 
penses, and for only a low reserve. The 
government did reduce the maximum 
annuity from $5,000 to $1,500. 

Conferences held during the year with 
representatives of the governments and 
other organizations, to secure reciprocity 
between the provinces in respect to suc- 
cession duties. 

Discussions with government officials 
as to how policies could be arranged to 
cover succession duties, and so that the 
amount of the policy itself would be 
exempt. 

British Columbia’s new special rev- 
enue tax act, providing for a tax on life 
insurance premiums. 

Proposals aiming at the elimination or 
modification of income disability bene- 
fit. 


State Reserve’s Rapid Growth 


DENVER, Nov. 4.—The new State 
Reserve Mutual, of which Rex Bixby is 


| general manager, now a little more than 


three months old, is making rapid 
growth. “Starting from scratch and 
writing all the business ourselves,” Mr. 
Bixby said, “we have nearly $35,000 in 
annual premium income on the books. 
The first month showed 70 applications, 
the second 149, and to date we have 181 
this month, which will run over 200.” 

J. M. Campbell is chairman of the 
board: S. B. Lacy, president; W. H. 
Watlington, vice-president; Dr. C. H. 
Willis, medical director, and Charles 
Mehlman, actuary. All are officials of 
the Colorado Life. 





The Little Gem Life Chart is the only 
small reference book including a 5-year 
financial and insurance report of 275 
companies. With it about you can look 
up practically any company concerning 
which you may need information. Order 
at your company club rate from The 


National Underwriter. 








Arrangements for Barry 
Dinner Are Completed 











Arrangements for the testimonial din- 
ner for James Victor Barry, retiring 
third vice-president of the Metropolitan 
Life, by the insurance fraternity of the 
United States, at the Waldorf-Astoria in 
New York City, the evening of Dec. 9, 
are completed. Chairman Henry F. Tyr- 
rell of the general committee in charge 
says there is no doubt that this dinner 
will be the outstanding feature of the 
great gathering of insurance men in 
New York City the week of Dec. 6. 

Chairman Clarence C. Klocksin of the 
committee on invitations reports a sur- 
prisingly large number of early reserva- 
tions for places, and estimates a probable 
attendance of at least 750. 

To the list of speakers heretofore an- 
nounced, representing each branch of 
the insurance business, besides high 
state officials, the name of E. M. Allen, 
president National Surety, has been 
added. 

Included in the incidental features of 
the dinner will be a special appearance 
of Cecil Arden, formerly of the Metro- 
politan Opera Company, who will sing a 
number, accompanied by the Ben Bernie 
orchestra, which has also been engaged 
for the occasion. 

Mr. Tyrrell urges recipients of invita- 
tions to send reservations amd remit- 
tances for tickets at once to Mr. Klock- 
sin, in care of the Waldorf-Astoria, to 
secure seating assignments and to assist 
the committee on arrangements, under 
Chairman Jesse S. Phillips, to perfect 
the many details. 

Because of the certainty of an un- 
usually large attendance, the invitations 
to the dinner have been restricted to 
men, 


H. A. Feustel, formerly special agent 
of the Independence Indemnity, has 
joined the Newark branch office of the 
Jefferson Standard Life. 








INQUIRE ABOUT THE PLAN AND YOU 
TOO WILL SEE ITS ADVANTAGES. 
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Our Selling Aids HELP SMOOTH 


the Road of Sales Resistance .... . 


O longer is it possible for an agent to take a rate book, go 


in the field and become successful. 
need every possible aid to help them smooth the road of sales resistance. A period 
of training, close Home Office supervision at all times and practical selling helps which 
keep up an agent's morale are as essential as a rate book. 





Life underwriters 


Our first thought is of our agents who work under that unique plan of "Commonwealth 
Cordial Co-operation" which assures every agent unstinted aid. 


One popular feature of our co-operation with agents in their selling program is our 
policy brief service. These briefs featuring our different policies are arranged so that 
they may be adapted to individual cases. They help prospects visualize their insurance 
needs. They give our agents confidence and save interview time. They are, however, 
only one of the many reasons why agents find 
it pays to work under that stimulating plan of 
Commonwealth Cordial Co-operation." 


|. SMITH HOMANS, Vice-President 


COMMONWEALTH LIFE 
INSURANCE COMPANY 
LOUISVILLE, KENTUCKY 
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| DIVIDEND TREND APPEARS UNCERTAIN 








(CONTINUED FROM PAGE 3) 


ance companies today is to keep their 
business in force. A reduction in divi- 
dends, obviously, makes it more diffi- 
cult for the policyholder to keep his in- 
surance in force. It seems to us that the 
conditions which now prevail and which 
affect dividends, are temporary condi- 
tions which will be remedied when gen- 
eral business conditions become better. 
Death losses are somewhat higher, due 
to weakened resistance because of im- 
proper eating, improper clothing, inabil- 
ity to have the necessary medical at- 
tention when needed, listlessness, pro- 
ducing more accidental deaths because 
the policyholder’s mind is preoccupied 
by worries and last, but not least, many 
policyholders not having the will to re- 
cover when they become ill.” 


Less Business Releases 
Funds from Surplus 


A middle western company says: 
“There is no thought in this office of 
any change in our dividend schedule 
and, except for the unsatisfactory in- 
yestment situation, there has been noth- 
ing to occur this past year to suggest 
the advisability of reduction. Our mor- 
tality has been very favorable thus far 
and our monthly statements indicate a 
larger increase in surplus for the year 
than we have ever had at the end of 
ten months. With practically no gain 
in insurance, it does not seem essential 
to increase our surplus by any very 
great amount in order to maintain the 
same amount of surplus for each $1,000 
of insurance in force as we have been 
maintaining. This means, therefore, 
that we shall have a relatively large 
item of surplus as a safety fund and 
may absorb it by writing off some of 
our properties obtained through fore- 
closure, or we may cali it an investment 
fluctuation fund as we did last year to 
the extent of $150,000.” 

A large New England company says: 
“The present plans of the company are 
to continue its 1931 dividend schedule 
without change for 1932.” 


Depends on Individual 
Company's Financial Condition 


The actuary of a western company 
says: “I should not care to express my 
views for publication on the general sub- 
ject of a dividend reduction at this time, 
because after all this is a matter that 
must be decided by each individual com- 
pany, based upon the financial condi- 
tion of that company. It is true that 
we are all facing a reduction in our 
earnings due to an increase in mortality 
and a decrease in our interest earning, 
but some companies are in a better po- 
sition than others to withstand the de- 
creased earnings, or at least to make a 
less dividend cut. It would, therefore, 
be a presumption on my part to indi- 
cate what I think other companies 
should do. I agree, however, with the 
general statement that if a company is 
to make a reduction in dividends it 
should be done now rather than after 
business conditions are on the upgrade.” 
Girard Life: “The dividend schedule 
of this company for 1932 is receiving 
consideration at this time, but we are 
not yet in a position to say if any 
changes will be made in the scale which 
is being used in 1931.” 

* * x 


A medium sized New York company 
Says: “With respect to the 1932 divi- 
dend scale, an approximate gain and loss 
exhibit made by us for the first nine 
months of the year, as is customary, 
indicates that the company’s earnings 
for that period have been in excess of 
those for the same period during the 
Past few years. It is, therefore, con- 
dently expected that our present divi- 
dend scale, which has been in effect for 
a number of years, will be continued 
for the entire year 1932.” 


The Home Life of New York will 





maintain its present dividend scale in 
1932. 

Imperial Life of Canada: “The actual 
changes in our own company’s dividends 
have not yet been decided upon but they 
will be very shortly.” 

Jefferson Standard: “This company 
made a small reduction in dividends ef- 
fective July 1, 1931. This was deemed 
wise because of the general conditions 
and the unusually high mortality which 
the company has been experiencing. We 
do not anticipate at this time any fur- 
ther reduction in dividends.” 

A Canadian company executive says: 
“I am not yet in a position to advise 
you as to the action which this company 
is taking in the matter of our 1932 divi- 
dend scale. As to my views on the 
general subject, I can only say that it 
seems to me that a very conservative at- 
titude on the part of the companies is 
called for at the present time and that 
where a reduced dividend scale is neces- 
sary to ensure the retention of an ade- 
quate surplus, there should be no hesi- 
tation in reducing dividends to policy- 
holders. Such action is, to my mind, 
obviously in the best interests of the 
policyholders and the business.” 

x * * 


The John Hancock Mutual Life will 
continue its general scale of dividends 
in 1932 with an increase for the pre- 
ferred risk class. 

Massachusetts Mutual: “At the pres- 
ent time I would not care to express 
my views on the general subject of 
dividend reduction. This is a partic- 
ularly individual company problem and 
I would not even attempt to influence 
anyone in the slightest degree in either 
one way or another. We ourselves have 
not come to any decision in the mat- 
ter.” 

Metropolitan Life: “The Metropoli- 
tan has not yet come to any definite 
conclusions about dividends for 1932. 
For most of our policies the dividend 
year commences with May 1 so that 
dividends may not be decided upon for 
several weeks yet.” 


A middle western company says: 


|“This matter will not be definitely de- 


cided for some time to come but at the 
present time we do not have in mind 
that any reduction will be made in the 
schedule for next year. I might say 
that in my opinion if a company feels 
that a reduction in its dividend schedule 
will be necessary within the next two 
or three years, this would be an oppor- 
tune time to make such reduction. I 
believe that under present economic con- 
ditions the insuring public would accept 
a reduction in dividends with more grace 
than would be the case when business 
conditions are on the upgrade.” 
* * * 


Ministers Mutual, Boston: “No ac- 
tion proposed by our company.” 

Mutual Life of New York: “We have 
not yet decided what change, if any, 
will be made in our next year’s dividend 
schedule.” 

Mutual Trust Life: “We will not be 
in a position to give a definite answer 
to this question until some time in Jan- 
uary, 1932.” 

National Life of Vermont: “The 
management of the National has re- 
cently decided to continue its current 
dividend scale for 1932.” 

North American Life & Casualty of 
Minnesota: “We do not contemplate 
any change in our dividend schedule for 
1932.” 

Northern Life of Seattle: “We have 
not yet definitely decided what our divi- 
dend schedule will be for 1932. How- 
ever, we expect to decide our course 
of action about December 1.” 

x * * 


Occidental Life, Cal.: “Our present 
scale of dividends applies until June 30, 
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“Grant Month” 





W. T. GRANT 


PRESIDENT 


The B. M. A. organization is fortunate indeed in hav- 
ing as their Chief and Leader, the organizer and 
founder of the Company—the man who originated the 
B. M. A.; the man who has been the impelling force 


that has guided its spectacular growth. 


Before organizing his own Company, President Grant 
was an insurance salesman. He has a true conception, 
and a genuine appreciation of the salesman’s problems 
and opportunities. To this day nothing gives him a 


bigger thrill than to personally sell an insurance policy. 


November of each year is designated “Grant Month,” 
and dedicated to our Leader and Chief, in celebration 
of his birth month. Each year the business submitted 
by the sales force is larger in November than any other 
month of the year, attesting the salesman’s devotion 


and loyalty to our President. 


Special awards are distributed to the leaders who make 


the greatest contribution to the total volume. 


The co-operation between the Home Office force, the 
men in the field and even the policyholders during 
“Grant Month” reflects the harmony that exists in this 
vital organization of the... 


Business Men’s Assurance 
Company 


Kansas City, Missouri 


MORE THAN $25,000,000 JN BENEFITS PAID 
POLICYHOLDERS SINCE ORGANIZATION 
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Big day... 


T ALWAYS happens when 
I able Life Underwriters seize 
a new sales implement and con- 














centrate on it—rrecords are 
broken. October 26, Union Cen- 
tral applications eclipsed all 
records for 

the previous 

LU% 18 months. 
Forty-four 

per cent of 

the business reaching the Home 
Office that Monday morning was 
on four new policies. Yes, Union 
Central actuaries had their ears 
to the ground, and each of the 
plans announced in the last ten 
months immediately “clicked.” 
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Life Preserver... 


HE problem of conservation 
4 with us always. The 
Union Central, however, has 
found an “out” for the policy- 
holder with a 
heavy loan on 
his policy. If 
the burden of 
premium plus 


interest be- 
comes too 
great, the 





Company 

goes to the rescue with a redat- 
ing plan (announced in Octo- 
ber) that rehabilitates his in- 
surance estate, and adds to his 
regard for Life Insurance. 














Policyholders... 


og ort service and sales will 
follow” is a familiar sell- 
ing maxim emphasized this Oc- 
tober, which was Policyholders 
Service Month in The Union 
Central. Agents called on thou- 
sands of clients to offer assis- 
tance in bringing their present 

insurance up to 








SMM date. Union 
= — Central appli- 
4 = cations jumped 
=! > 27 percent 
“ig bpayans over the Sep- 


tember total. 
Conspicuous in its October 
achievement was one western 
Agency in which eleven men 
wrote 100 applications for $480,- 
000 on old policyholders—aver- 
aging over $40,000 per agent. 
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Graduation... 


E Union Central Sales 
Training course is mighty 
popular with the men in the 
Field. Not 


. . ” 
only is it Pin 
¢ + DIPLOMA~ 
valued by eisbatne 
newcomers, 


but veterans 
re-enroll fre- 
quently so they may be abreast 
of changing methods at all 
times. With October graduates, 
the alumnal roll of this speedy 
route to Life Underwriting pro- 
ficiency passed the 1,000 mark. 








Over One and One-Half Billions in Force 








The Union Central 


Life Insurance Company 


of Cincinnati 




















1932 and our 1932-33 dividend scale will 
be decided upon about May, 1932.” 

A large eastern company says: “No 
doubt, life insurance companies are fac- 
ing a period of readjustment in indus- 
try generally which will affect all classes 
of life insurance securities. Moreover, 
the trends in mortality and expense fac- 
tors are not clearly defined and must be 
very carefully followed. Life insurance 
companies that realize the importance of 
conserving strength, regardless of the 
endeavor to pay the largest dividends or 
to maintain an unbroken record of no 
dividend reduction, are, it seems to me, 
to be commended for their courage and 
foresight in putting into effect dividend 
reductions at this time and, as indicated 
in your letter, such reductions are now 
likely to be better received by the pub- 
lic generally than after business condi- 
tions are on the upgrade.” 


Competitive Factor Must 
Be Seriously Considered 


A middle western company says: “At 
the present time we are making an in- 
vestigation to determine whether our 
dividend schedule should be reduced. 
One rather serious factor which we are 
compelled to consider is the publication 
of dividend histories. We have learned 
in the past that reduction of dividend 
schedules makes rather hot competition 
when the other agent can demonstrate 
that his company did not cut dividends. 
Personally, I wonder whether the small 
company would not be better off to take 
a reasonable loss in order to gain this 
advantage in years to follow.” 

* x 

Phoenix Mutual: “Our present divi- 
dend schedule will be maintained 
throughout the first six months of the 
year 1932. No statement can be made 
at this time as to whether or not the 
same schedule will apply to our dividend 
year which begins July 1, 1932. While 
it may be maintained that if a stock 
company is to make a reduction in divi- 
dends to stockholders, now may be a 
better time to do it than after business 
conditions are on the upgrade, the same 
consideration does not apply to divi- 
dends to policyholders. The cost of the 
insurance to the policyholder is the pre- 
mium less the dividends. When in most 
other lines the public is getting more 
for its money than in many years past, 
it hardly seems that a life insurance 
company should deem it a psychological 
time to increase the cost of life insur- 
ance by a reduction in dividends. In 
our opinion a company’s dividend action 
should depend upon its ability to pay 
dividends and at the same time maintain 
or establish the amount of surplus which 
it deems advisable for the best interests 
of the company and consequently of its 
policvholders.” 

Postal Life, New York: 
of dividends has not yet 
upon.” 

A southern company says: “This 
company has not decided just what will 
be done regarding the 1932 dividend 
schedule. I believe that any company 
that is losing money on participating 
business should cut dividends to meet 
the present conditions. I further be- 
lieve that it is only right the+ a dividend 
schedule should be used for policies with 
disability differing from that applicable 
to policies that do not have the disa- 
bility benefits. Our schedule will prob- 
ably remain the same as the 1931 sched- 
ule.’ 

Scranton Life: “No dividend changes 
are being considered at the present time 
which will materially affect our 1932 
scale.” 


“The matter 
been acted 


The semi-annual meeting of the Ac- 
tuarial Club of the Pacific States was 
held in Sacramento, Cal., last week. 


Metropolitan Men Dubious 
Over Unemployment Cover 





NEW YORK, Nov. 25.—That unem- 
ployment insurance covering any cop- 
siderable period of idleness cannot be 
considered an insurable risk on any act- 
uarial basis was brought out by repre. 
sentatives of the Metropolitan Life who 
appeared last week before the New York 
state joint legislative committee on yp- 
employment. All expressed themselves 
as extremely doubtful of the practica] 
possibilities of unemployment insurance 
but said the Metropolitan was willing to 
issue it on a small scale if legislation 
were passed authorizing it. The com. 
pany was represented by Actuary J. PD. 





Craig, R. A. Hohaus, assistant actuary, 
and Roderick Olzendam, research worker. 


| Mr. Craig said that insurance company 
| actuaries in general were highly skepti- 





cal of the practicability of this form of 
insurance, 


Five Men Are Promoted 


There have been five promotions jn 
the W. L. Boyce agency of the Equi- 
table Life of New York in Syracuse. 
N. Y. Harold Coulthart goes from the 
Oneonta district to be manager at Bur- 
lington, Vt. E. C. Loucks has been 
made assistant manager at Auburn. H. 
J. Terwilliger becomes field assistant 
in G. A. Betts’ unity of the agency at 
Middletown, N. Y. M. F. Nohava be- 
comes field assistant under District 
Manager Wedge at Watertown. P. L. 
Williams becomes district manager at 
Oneonta, N. Y. 



































KANSAS CITY 
An outstanding ho.el of the middle-west 
offering every service demanded by the 
most exacting guest. 
Daily Amusements 
Music and Dancing--Plantation Grill 
Famous Trianon Cafe 


Also Coffee Shop for Quick Service d 











Wanted! 
GENERAL AGENTS 
Illinois, Missouri 
and Kansas 


St. Louis Mutual Life Insurance 
Company 


Originally Incorporated 1857 








3640 Washington Blvd. St. Louis, Me. 














THE UNITED STATES LIFE "'SSMrany- 


In the City of New York 
Over 78 Years of Service to Policyholders 

Good territory for personal producers, under direct contract 
HOME OFFICE: 156 Fifth Avenue, New York City 


Organized 1850 


Non-Participating Policies Only 
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Life « and Accident 
Selling Different 


(CONTINUED FROM PAGE 3) 
ower, second on the basis of physical 
and character qualifications. 

Unless a man is financially situated 
to take care of the first three or four 
months of a severe disability without se- 
vere financial suffering, he is not a log- 
ical prospect for non-cancellable acci- 
dent and health insurance and should 
be written under the commercial form. 
Character analysis for non-cancellable 
disability insurance must be much more 
severe than for the writing of life insur- 
ance and some who may qualify for the 
life coverage as good character risks 
will fail to meet this test for disability 
insurance. 

Need Education in New Ficid 


Happily, it is not proving difficult to 
educate the life insurance man to the 
new view point on accident and health 
insurance. Most of the life men have 
really known very little about accident 
and health insurance, have sold what 
their companies had to sell in this field 
without making any study or investiga- 
tion of other possibilities. The rank 
and file of the life underwriters, who 
seek to broker business with accident 
and health agencies, will find it neces- 
sary to learn the fundamentals of under- 
writing acceptance in the accident and 
health field. 

Withdrawal of the life insurance com- 
panies from the disability field, says this 
accident and health man, will greatly 
aid the present accident and health com- 
panies. The life insurance companies 
have educated the public to want acci- 
dent and health insurance protection 
and the very fact that those companies 
have withdrawn from the field after 
having educated great masses of the 
people to the desirability of such pro- 
tection, will make that protection appear 
more desirable than ever. People want 
what it is difficult to get. 


Protecting Time Value 


Moreover, where the life insurance 

man has done any selling in the plac- 
ing of the disability clause, he has done 
it on the basis of protecting time value 
to a far greater extent than this selling 
method has been used by the accident 
and health man himself. Therefore, 
where the life insurance man has done 
real selling, his policyholder is likely to 
place a higher value on disability insur- 
ance than the client of the accident and 
health man. The latter has done much 
of his selling on the basis of separate 
coverage items in the policy itself and 
frequently has not left in the mind of 
the buyer the basic idea of time pro- 
tection, 
_ The life insurance man also enters the 
field of accident and health insurance 
ata favorable time for the underwriting 
of disability insurance. Incomes have 
been deflated. Included with the host 
of worthy men who have lost their po- 
sitions in the present economic difficulty 
are the unfit, the misfit and the weak. 
As a group, these unfit are therefore 
now without an income and no pros- 
pects for new disability coverage. 


Survivers Represent Pick 


_ Then considering those who are left 
in their positions, it is generally true 
that they represent the pick. They are 
the survivors of a culling process. By 
retention of their jobs, they have pro- 
duced a claim to ability, character and 
adaptability. A careful underwriting of 
their incomes based upon present earn- 
ings should provide a favorable selec- 
tion of risks, 

Moreover, for a claim adjuster who 
understands how to make the claimant 
understand, the present is a favdrable 
time for the adjustment of losses on 
toes who have positions. In the first 
eer anyone having a position today 
eautates to stay away from that posi- 
rong one day longer than is necessary 
or fear that he may be supplanted by 
someone else. In addition to that, he 
re a more respectful attitude toward 

€ value of a dollar than he has ever 





likely to expect the insurance company 
to add on several days to the indemnity 
period as a measure of liberality. He | 
knows that every one is watching the | 
outgo of every dollar and that it is too 
much to expect that any company is 
going to pay out more than is called 
for by the contract itself. 


Many Need Immediate Coverage 


A man earning from $200 to $300 a 
month may be so hard hit by a disabil- 
ity of two months that he will be com- 
pelled to discontinue or cut down the 
amount of a life insurance policy with | 
a face value of $10,000 or $15,000 a year 
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had before. Therefore, he is not -~ Therefore, to sell this type of prospect 
which 
does not take care of him during the 
period of the first three or four months 
of disability is to sell him a kind of pro- 


the kind of disability coverage 


tection which is not fitted to his needs, 

Most life insurance men have not 
known that from 95 to 98 percent of all 
the money paid out by the accident and 
health companies is paid out for claims 
which do not extend beyond three 
months. In the accident and health 
field, the life man will find it impos- 


sible to obtain life indemnity for sick- | 


ness disability except for a very small 
percentage of the total number of pros- 
pects. The accident and health com- 


15 


panies discovered a decade ago that 
rates and policies had not yet been dis 
| covered and applied which would per- 
| 
| 





mit the companies to write this contract 
with underwriting safety. 

Probably the life insurance agent will 
not sell his accidental death indemnity 
coverage in connection with accident in- 
surance but only in connection with 
life insurance through the double in- 
demnity clause. It nay occur, however, 
that when the life insurance agent be- 
comes familiar with the dismember 
ment and loss of sight coverage of the 
| accident contract, he may urge more ot 

his clients to take out the principal sum 
| coverage of the accident contract 











really Working 








commission earnings. 
and are Working. 


WORKING 


You have often heard of Selling Plans that Work. The 
Organized Sales Plans of the Minnesota Mutual are 


Plans that Sell. 


They include a complete schedule for each week’s work 
and have helped to make 1931 production thus far for the 
Company, exclusive of Group Insurance and Reinsurance, 


99.9% of the same period of 1930. 


The result is that the Field Men with the Minnesota 
Mutual on the average, have not accepted a salary cut in 


Their Working Plans have been 


Are you interested? 


THE MINNESOTA MUTUAL 
LIFE INSURANCE CO. 


Saint Paul, Minnesota 


THAT SELL 


PLANS 




















Sales Possibilities Undeveloped in Maryland! 


We Have Some of the Best Counties in the State Open! 
Generous Contract—Full Policy Service 
Sincere Home Office Cooperation 
Let Us Tell You Which Are the Best Counties and Why. 


George Washington Life Insurance Company 


CHARLESTON, WEST VIRGINIA 
HARRISON B. SMITH, President 
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Who Is Buying Insurance? 


Ir 1s interesting for agents to know who dently the sale of juvenile insurance is | 


are buying life insurance these days. 
Perhaps no special occupation in itself 
can be called a profitable one although 
there are some lines of business that are 
not being depressed as much as others. 
Salaried men who have not received a 
cut in their stipend are making more 
money now than before because the cost 
of living is lower. Such men would buy 
life insurance although in many cases 
they the fear that something ad- 
verse may strike them. 

The New York Lire studied the other 
1,548 applications for $4,250,000 in- 
surance, 


have 


day 
this being an average day in 
its large machine. Of this number it 
is interesting to know that 232 
the women in various occupa- 
tions representing 14 percent of the to- 
tal. Therefore it would seem that em- 
ployed women who are secure in their 
position make excellent prospects. Evi- 


were on 
lives of 


being pushed to a great extent because 
those between the ages of 10 and 21 took | 
the lead, there being 183 in all. Teach- 
ers were next, there being 71. The 
occupations that seemed to be the most 
fruitful, it was disclosed by the New 
York Life’s survey, follows: 

Executives, physicians, 
clergymen, garage owners, accountants, 
conductors, stenographers, meat market 
men, oculists, greens keepers (golf), 
bankers, brokers, orange growers, law- 
yers, manufacturers, filling station pro- 
prietors, marine engineers, machinists, 
ranchers, farmers, masons, cabinet mak- 
veterinarians, shoe makers, dairy 
proprietors, laundrymen, saleswomen, 
tailors, barbers, druggists, printers, gar- 
deners, mail carriers, telegraph opera- | 
tors, restaurant owners, clerks, postmas- 
ters, civil engineers, chemists, golf pro- 
fessionals. 


were as 


ers, 


Day of Selective Servicing 


IN THE conventions involving insurance 
of various kinds that have been held during 
the fall one thought has been of para- 
mount importance and that is that so far 
as the producing forces are concerned, 
there is need of selective service. In other 
words large masses of people today can- 
not be canvassed for insurance with any 
degree of success. It has been found, for 
exampie, in life insurance where there are 
hundreds of thousands of policies mort- 
gaged by loans, the attempt to deal with 
the entire number is very costly and does 
not bring results whereas if the attack is 
made on those of a hopeful nature results 
can be obtained that are worth while. Men 
and businesses that were regarded as good 


prospects two years ago may be poor ones 
today because of economic change. There 
are occupations that are almost prostrate. 
There are sections of the country whose 
buying power has been enormously re- 
duced. 

By careful selection and study of condi- 
tions it is possible to bring to the fore 
those that can pay for insurance when it is 
applied for. It does not pay to spend time, 
effort and money on those that cannot pos- 
sibly pay premiums. Undoubtedly 
useless effort has been spent on those where 
no return is received. 

This is a day when selection is of 
preme moment to those in the sales end 


much 


su- 


of insurance. 


Power of Enthusiasm 


Tue “Srtent Partner” says: “In all 
the range of human vision no sight is 
so hopeful and: helpful as to see a man 
bending his back or brushing up his 


brain with the energy of enthusiasm.” 


The fire of enthusiasm is the driving 
power in accomplishment. Back of 
every great success there is tremendous 
energy and ambition, always under 
control. 








musicians, | 
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It is interesting to note that most of 

the officials of the Lamar Life at Jack- 
son, Miss., served in the world war. 
Three of the four vice-presidents were 
officers and the other taught ballistics 
in an army training corps. Three offi- 
cials have been state officers of the 
American Legion. Executive Vice-Presi- 
dent P. K. Lutken was a first lieutenant 
of engineers, and served overseas. 
O. Segura, vice- president and medical 
director, . a captain in the medical 
corps. . C. Wells, vice-president and 
general Sct was a major in the 
judge advocate general’s department. 
A. E. Babbitt, vice-president and ac- 
tuary, was instructor in ballistics and 
was a member of the draft board. Sec- 
retary W. D. Owens was a first lieuten- 
ant and did battle duty in France. Ad- 
vertising Manager Rex B. Magee was 
an officer with regular army infantry 
and came out of the war as a captain. 
Agency Supervisor A. V. Gustafson was 
in the navy. 

Miss Nan Loughran, secretary to 
President Rupert F. Fry of the Old Line 
Life of America, Milwaukee, is recover- 
ing from an extended illness. Since 
leaving the hospital a few weeks ago, 
she has been recuperating at the home 
of her sister in Milwaukee. Miss Lough- 
ran may be able to be at the office for 
half-day periods starting about Dec. 1. 


David F. Houston, president of the 
Mutual Life of New York, who was a 
member of President Wilson’s cabinet, 
paid tribute to the war-time executive 
when a marble bust of him was unveiled 
in Virginia’s gallery of presidents at the 
state capitol last week. Mr. Houston 
served first as Secretary of Agriculture 
| and later as Secretary of the Treasury 
in the Wilson cabinet. 


L. C. Mersfelder, general agent for 
| Kansas City Life at Oklahoma City, 
has been elected president of the Kiwa- 
nis Club there. Mr. Mersfelder is prom- 
inent in civic and life insurance activi- 
ties, and for several years has served in 


| official capacities for the Oklahoma As- 


| sociation of 


| 





Life Underwriters, includ- 
ing one year as president. 


Henry K. Hill, Kentucky 
agent for the Massachusetts Mutual 
Life, probably escaped serious injury 
by reason of absence from his office on 
the sixth floor of the Starks building, 
Louisville, when a partition wall caved 
into his office, wrecking his desk and 
crumpling some chairs. There was a 
high wind at the time, which did scat- 
tered damage in Kentucky and southern 
Indiana, and the theory is that open 
windows permitted either suction or 
pressure, which buckled a gypsum block 
wall. 


general 


A testimonial dinner was tendered 
William M. Furey of Pittsburgh, gen- 
eral agent for western Pennsylvania of 
the Berkshire Life, Nov. 20, marking 
the 45th anniversary of his service with 
the company. Mr. Furey has long been 
prominent in association activities, in 
addition to building up one of the big 
agencies of his company. He is a mem- 
ber of the executive committee of the 
National Association of Life Underwrit- 
ers and was formerly chairman of that 
committee. 

One of the speakers at the dinner was 
Fred H. Rhodes, president of the Berk- 
shire Life, who began his life insurance 
career as office boy in Mr. Furey’s 
agency. Other officials in attendance 
were H. L. Amber, vice-president; R. 
H. Davenport, secretary; C. F. Coogan 
and G. H. Tucker, directors, and Dr. 
Henry Colt, medical director. Out-of- 
town general agents present were Paul 
W. Rhodes, son of President Rhodes, 
general agent in Pittsfield; Joseph Loebe 


of Cleveland, E. H. Plummer of Phila- ! 








—————_ 


Agency Director | 




















DR. J. O. 


SEGURA 


Dr. J. O. Segura, vice-president of the 
Lamar Life, recently was made agency 
director. Dr. Segura still is medical di- 
rector, but has relinquished many detail 
duties. Dr. Segura is a graduate of Tu- 
lane University medical school and 
served as a captain, medical corps, in the 
world war. He was made a vice-presi- 
dent of the Lamar Life last January 
and was named as agency director 
shortly after the death of President 
Welty. 





delphia and Paul H. Stewart of Balti- 
more. 

Mr. Furey started in 1886 as office 
boy in the employ of his uncle, the 
late H. D. W. English, who was at the 
time general agent. Since then he has 
been with the Berkshire in Pittsburgh 
continuously as salesman, office man- 
ager and general agent. In 1898 he be- 
came his uncle’s partner in the firm of 
English & Furey and on the former's 
death was appointed sole general agent. 
In November, 1929, Mr. Furey took his 
son, W. Rankin, into partnership with 
him. The firm is now William M. Furey 
& Son. Management of the agency has 
been in the same family for more than 
60 years. Preceding H. D. W. Eng- 
lish, his older brother, George W. Eng- 
lish, was general agent. 

A splendid record of consecutive pro- 
duction has been completed by Fred 
Elo, agent of the Phoenix Mutual Life 
in Seattle. He has been in the in- 
surance business 500 weeks and has pro- 
duced insurance every week. Altogether 
he wrote 891 applications for $2,860,000 
of which 851 applications were paid for 
amounting to $2,604,000. 

A. C. Martin of Kahoka, Mo., chiei 
fire insurance examiner of the Missour! 
department and formerly deputy finance 
commissioner, will on Jan. 1 succeed 
Joseph F. Holland as deputy superinte:- 
dent of insurance for Missouri. 

Mr. Holland last week submitted his 
resignation to Governor Caulfield, effec- 
tive Dec. 31. He intends to practice law 
in St. Louis and may become a candidate 
for attorney general of Missouri. 


Al G. Furey has been appointed 
agency secretary of the Continental Na- 
tional Life of Denver, announcement 
being made by George V. Shipley, vice- 
president and agency director. Mr. 
Furey is thoroughly familiar with this 
work, having held the same position 
with the Central States Life. 
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First Policy Issued 
In September 1851 


On its Eightieth Anniversary, the Phoenix Mutual Life Insurance Company of Hartford, 
Connecticut, re-affirms its belief in the simple, logical principles upon which its pro- 
gress has been built. Each passing vear has deepened the conviction that (1) adequate 
service to the public can be accomplished only through men carefully selected and 
thoroughly trained, and (2) that such representatives will uphold the high standards 
of the Company and make the greatest contribution to the welfare of its policyholders. 


The Phoenix Mutual will continue to build its field organization of carefully selected 
and thoroughly trained men. It will continue to support them liberally with advertising 
and other selling aids. Its purpose is to enable them to enjoy the generous rewards 
made possible by quality business and the most efficient use of time. 


That is why Phoenix Mutual service will always be attrac- 
tive to business men of outstanding ability and discernment. 
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The Public 
Wants to Know 


Once the complexities of accident in- 
surance were accepted as a matter of 
course. 


Now simplicity and clearness are called 
for. People want to know what they are 
buying, what the contract will do for 
them if they are hurt. 


In event of accidental injury our reim- 
bursement contracts pay all expenses up 
to a definite and sufficient amount be- 
sides benefits for loss of limb and sight. 
Weekly indemnity and death benefit 
optional. 


Connecticut General 


Life Insurance Company 
Hartford, Conn. 











OUR AGENTS’ FUND 
OFFERS CREDIT FACILITIES 
TO MEET FINANCIAL PROBLEMS 


@ The first feminine member of the American Central 
Field Club (three times entitled to membership) is a 
consistent user of the Agents’ Fund, a friendly, co- 
operative bank designed to meet the life insurance sales- 
man’s particular financial problems. 79.45% of her 
cases issued during 1930 were financed by the Agents’ 
Fund, this procedure contributing largely to her 
success. , 

In addition to this record she enjoyed a second-pre- 

mium renewal ratio considerably above the average. 

The unusual plan of renewal compensation in her con- 

tract makes service for, and contact with, old policy- 

holders highly remunerative. 

@ This contract, with its coordinated services, is offered 
to those who are interested in personal production. The 
American Central recruits its organizers from the ranks 
of the salesmen who have been successful in its service. 


Territories now under intensive development include 


Illinois, Indiana, Kansas, . Michigan, 
Missouri, Ohio, Texas 


ae 


American Central Life Insurance Co. 
Established 1899 Indianapolis 


Herbert M. Woollen, President 
"Guaranteed Benefits Guaranteed Low Cost" 

















AGENCY CHANGES 




















Indianapolis Change Is Made 


Ray Patterson of Newark Office Suc- 
ceeds L. L. Newman for Penn 
Mutual 








Ray Patterson, who has been con- 
nected with the John T. Haviland 
agency of the Penn Mutual in Newark, 
has been appointed general agent of that 
company in Indianapolis, succeeding L. 
L. Newman, who will concentrate his 
activities in Fort Wayne. Mr. Newman 
has had charge of the Fort Wayne 
agency as well as the Indianapolis office. 

Mr. Patterson has been connected 
with the Haviland agency since early 
this year as a supervisor and head of 
the city sales department. In his unit 
were 20 members, who in less than 11 
months of this year have paid for $2,- 
700,000. 

Mr. Patterson entered life insurance 
in 1923 as an agent at Pine Bluff, Ark., 
for the Home Life of Arkansas. In 
1925 he was appointed general agent for 
southeast Arkansas. 





Twin Cities Managers Resign 





Hord and Hemmelgarn Leave Union 
Central Life—Former to Go With 
New England Mutual 





Lorin Hord, manager for the Union 
Central at Minneapolis, and Lee T. 
Hemmelgarn, manager at St. Paul, have 
resigned, it is learned from a reliable 
source. 

Mr. Hord, who has been prominent in 
insurance circles in Minneapolis and St. 
Paul for many years, joined the Union 
Central in 1922, at which time he was 
representing the Home Life of New 
York in Minneapolis. It is understood 
that Mr. Hord will become Minneapolis 
momen for the New England Mutual 

ife. 

Mr. Hemmelgarn has been with the 
Union Central as manager for the past 
year. He was formerly supervisor for 
the Travelers at Sioux City, Ia 


Snyders Take on Columbus 
Mutual Life in Two States 








Snyder Brothers General Agency, 
Louisville, has taken the general agency 
for the Columbus Mutual Life in Ken- 
tucky and Tennessee. The company had 
a few agents in Tennessee, who will 
now report to Snyder Brothers. It is 
entered in Kentucky but has not made 
much effort to plant in that state. 

David A. Shepherd, Suwanee, Tenn., 
field supervisor in Tennessee for the 
Columbus Mutual, has joined the Sny- 
der Brothers organization, and is now 
working with R. W. Snyder in Ken- 
tucky in planting the company. B. Goff 
Snyder will manage the new life depart- 
ment. 


Opens Houston Office 


J. F. Rodgers, vice-president and 
agency director of the Texas Security 
Life of Dallas, announces the appoint- 
ment of C. S. Simons as district man- 
ager at Houston, succeeding A. F. 
Baker. In opening the new branch 
John Briggs of the home office is hav- 
ing an all-week school for the Houston 
agents. 

Ben Mitchell, secretary of the com- 
pany, reports that October was the lar- 
gest month in its history since the dis- 
continuance of stock with policy. A 
little over $750,000 of paid-for business 
was reported by the agents. 


H. F. Perschmann 


E. W. Cameron, state agent of the 
Equitable Life of Towa for Minnesota, 
has appointed H. F. Perschmann agency 
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Visual 
Selling 


—a reality 


Through visual selling 
Bank Savings Life 
agents have been able to 
tell the true story of life 
insurance — and to tell 
it convincingly. Impres- 
sions through the eye 
outlive the spoken word, 
Such salesmanship be- 
comes a_ well-ordered 
scientific process. 


PROVED IN THE FIELD 
BY 


Bank Savings 
Agents 


The volume of insurance 
produced by our agents 
month in and month out 
demonstrates the sound- 
ness and desirability of 
“Visual Selling.” Why 
not ask for more com- 
plete information about 
The Bank Savings Life 
methods and agency 
helps. 


TOOLS 
to help you 


SELL 


1 Pre-Approach Plan 


2 Canvassing 
Portfolio 


3 Illustrated Brief 


Write to 


GEO. L. GROGAN 
Vice-President 


In Charge of Agencies 


The Bank Savings 
Life Insurance 

















Company 
Topeka Kansas 
—— 
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supervisor for Minnesota, with head- 
quarters at 523 Plymouth building, 


Minneapolis. Mr. Perschmann has a 
packground of 17 years’ experience in 
fe insurance organization work. He 
has been connected with the home office 
of a large company in Des Moines as 
qgency supervisor. — His work will cover 
, large territory, including supervision 
of the district agencies at Duluth, Fair- 
St. Cloud and Redwood Falls. 


Joseph A. Nichols 


Joseph A. Nichols has been appointed 
general agent for the Continental Life 
of St. Louis at Atlanta. He will confine 
his activities to life insurance as the 
accident and health business in that ter- 
ritory is handled by the M. C. Mobley 
agency. Mr. Nichols has been with the 
Continental for some time. He will 
have associated with him E. D. Taylor, 
who has a wide acquaintance and ex- 
perience in the Atlanta territory. 


mont, 








Raymond Lusk 


Agency Director Bert Jones of the 
Great National Life of Dallas announces 
the appointment of Raymond Lusk as 
district manager at Austin, Tex. He 
had been with the Seaboard Life of 
Houston for several years. Jas. Tucker 
has been manager of the Great National 
for south Texas for the past few years 


but the rapid progress of the company | 


makes it necessary to increase the su- 


pervision of this territory. Both men 
will maintain offices at 302 Norwood 
building. 





George Reavis 


Jack Neal, agency director of the Sea- 
board Life, has promoted George Rea- 
vis to manager of the Austin, Tex., 
office succeeding Raymond Lusk, who 
has just resigned. Mr. Reavis has been 
with the Seaboard as an agent at Bel- 
ton, Tex., where he was a successful 
producing agent. Offices of the Sea- 
board in Austin are at 1214 Norwood 
building. 





W. C. Jenkins 


W. C. Jenkins has been named Cleve- | 


land manager of the Jefferson Standard 
Life. With that company since 1920 in 
capacities of steadily rising importance 
with the Charlotte, Asheville and Win- 
ston-Salem districts, Mr. Jenkins earlier 
this year was made supervisor of the 
Atlanta branch and has been successful 
there as organizer of a city staff. He 
has been a consistently high personal 
producer for many years. 





Rutten Insurance Agency 


The Rutten Insurance Agency has 
been organized in Boise, Ida., to op- 
trate as a new general agency for the 
Northwestern National Life. It is com- 
posed of L. M. Rutten and his two sons, 
F. G. Rutten and R. R. Rutten, all of 
whom have heretofore been connected 
with the A. W. Crary agency at 
Fargo, N. W. The Rutten agency will 
have jurisdiction over 10 counties. 

L. M. Rutten started with the North- 
western National in 1914 and has ap- 
peared on the $100,000 honor roll 15 
tmes. R. R. Rutten joined the com- 
pany in 1920 and F. G. Rutten in 1925. 


jo two sons have made notable rec- 
ords. 





F. L. Daniels 


F. L. Daniels, who is president of the 
Benton Harbor-St. Joseph (Mich.) Life 
Underwriters Association, has been ap- 
pointed district manager at Benton 
Harbor for the Mutual Life of New 

ork. Mr. Daniels has been connected 
with the H. Wibirt Spence office of the 
Mutual Life at Grand Rapids, Mich., 
—., 1927 when he graduated from 
Michigan State College. He has pro- 
duced for 195 consecutive weeks. He 
has been active in civic undertakings in 
Benton Harbor. 





George P. Smith 


George P. Smith, formerly agency or- 
rg with the Alex. Browne agency 
ot the New York Life in Boston, has 


been appointed agency director of the 
Commonwealth branch of that company, 
which will remove December 15 to 
larger quarters in the Public Service 
building, 89 Broad street, 

Mr. Smith is only 29 years old and 
has been in the business but five years 





but has made an enviable record. The 
appointment is effective January 1. 
M. J. Berg, L. C. Tallman 
The California-Western States Life 


has appointed Max J. Berg as assistant 
manager of the Los Angeles agency in 
charge of Orange, Riverside and San 
Bernardino counties. Mr. Berg was for- 
merly with the Sunset agency in Los 
Angeles. Leland C. Tallman has been 
appointed assistant agency manager of 


the Sunset agency. He was formerly 
with the company at Bakersfield as 
agency organizer under M. E. Long, 


manager of the Fresno agency 
Harvey M. Radey 


The Life of Virginia has appointed 
Harvey M. Radey manager for Amarillo, 
Tex., and vicinity. He was formerly 
manager there for the Jefferson Stand- 
ard, making an excellent record as a per- 
sonal producer and agency organizer. 





Appointment by Prudential of London 


The Prudential Assurance of London 
has appointed P. P. McCallum, for the 
past six years a big producer for the 
London Life in that section, as its life 
branch manager for Windsor, Ont., and 
vicinity. 





Life Agency Notes 











M. J. Foley, former assistant superin- 
tendent in the Albany, N. Y., district of 
the Prudential, has been promoted super- 
intendent in the same district 

J. V. Keenan, formerly in the insur- 
ance business there, has returned to 
Kansas City as manager of the branch 
office of the Liberty Life of Topeka 

Ben Guthrie has been appointed dis- 
trict agent for the Equitable of Iowa at 
Springfield, Mo. That territory formerly 


was under the supervision of the St. 
Louis office but has been placed in 
charge of H. A. Hedges, Kansas City 


general agent. 











Southern States 
Local News 


J 














Extend Its Operations in 
the State 





State Manager H. H. Dawson of the 
National Standard Life of Houston at 
Little Rock says his company believes 
there are great possibilities in Arkansas 
and hence he is recruiting agents. A 
school is conducted in Arkansas under 
the management of Agency Director 
Robert Broussard, assisted by Agency 
Director Stephen Noble and Supervisor 
Will Schaeffer of South Texas. The Na- 
tional Standard has approximately 35 
agents under Mr. Dawson's jurisdiction. 
He announces that his company is work- 
ing on a new policy to be written on 
lives of people who are disabled. It pro- 
vides specific coverage. Mr. Dawson 
went to Little Rock from Prescott, Ark., 
a year ago and became a member of the 
firm of Stapleton & Dawson, state man- 
agers for the National Standard. F. M. 
Stapleton resigned and Mr. Dawson is 
now in full control. 


Texas Fraternal Congress 


The Texas Fraternal Congress at its 
annual meeting at San Antonio elected 
Mrs. Etta Davidson, Houston, president, 








and reelected John H. Cullom as secre- 


To Push Arkansas Agencies 


National Standard Life of Houston Will 
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“| Believe” 


W.- recently saw this ‘‘Teacher’s Creed,’’ written 
we do not know by whom. So much of it pictures life 
as our underwriters are helping to make it, that almost 
they could make it their own. 


Here it is:— 


‘*I believe in boys and girls—the men and women of 
a great tomorrow. I believe in the curse of ignorance, 
in the efficacy of schools, in the dignity of teaching, and 
in the joy of serving others. I believe in wisdom as 
revealed in human lives as well as in the pages of the 
printed book, — in lessons taught, not so much by 
precept as by example, in ability to work with the 
hands as well as think with the head,—in everything 
that makes life large and lovely. I believe in beauty in 
the home, in the schoolroom, in daily life, and out of 
doors. I believe in laughter, in love, in faith,—in all 
ideals and distant hopes that lure us on. I believe in 
the present and its opportunities, in the future and its 
promises, and in the divine joy of living. 


THe Penn Mutua Lire INSURANCE Co. 
PHILADELPHIA 


WM. A. LAW, President 


independence Square Founded 1847 
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ATLANTIC 
ADVANTAGES 


Atlantic underwriters have at their 
disposal the services of a Prospect 
Bureau, facilitating their approach 
to prospects through well-planned 
direct mail. 


ATLANTIC LIFE INSURANCE CO. 


Richmond, Virginia 


Angus O. Swink, President Wm. H. Harrison, Vice Pres, & Supt. of Agencies 


Honestly, It’s the Best Policy 
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THE FRIENDLY COMPANY’ 





TODAY 


would be a wonderful time to construct a 
future program to begin with the rising of 
tomorrow’s sun. 

Within a few weeks the holidays will 
have passed, and we will enter upon an en- 
tirely new year—1932. Do you wish the 
new year to have as little or more success 
than the old? Do you want to look back 
one year from now, the same as you are 
doing at this time, and wonder whether or 
not you are entirely satisfied with your 
year’s work? 

If you are one who would be interested 
in constructing a program with a future, 
it will pay you to be friendly with 


PEOPLES LIFE INSURANCE CO. 


“The Friendly Company” 
FRANKFORT INDIANA 



















































General Agency Opening 
in Chicago 


with an 
Eastern Life Insurance Company 


Chicago Agency Has Been 
Established for 23 Years 


Company pays office rent, clerk hire and all 
incidental expenses. 


Home Office Supervisor, temporarily in 
charge, is seeking a young man who will 
come into the organization with the idea of 
becoming General Agent for the Chicago 
territory within six months or a year, or 
sooner if it becomes evident that he is cap- 
able of handling the job satisfactorily. 


All applicants will be carefully scrutinized 
as to character, business record, financial 
status. No advances. This is a very superior 
company and is offering a splendid oppor- 
tunity to a superior man. Company’s lapse 
rate is one of the lowest in the United 
States. Premium incdme on well seasoned 
business in force in the City of Chicago in 
excess of $100,000.00 per year. 


No consideration will be given to applicants 
who do not give full information in replies. 


Address in confidence U-49, The National 
Underwriter. 





tary-treasurer for the 27th time. Mr. 
Cullom also was elected honorary presi- 
dent of the congress for life. Sherman, 
Tex., was selected as the meeting place 
for 1932. 

Senator Joe M. Moore, Greenville, 
was elected first vice-president; J. 
Allison, Yoakum, second vice-president; 
L. R. Watkins, Security Benefit Asso- 
ciation, third vice-president. 

A motion was adopted to ask the ex- 
ecutive committee of the National Fra- 
ternal Congress to hold a national con- 
vention in some city in the west. It 
was stated that they have been confined 
to the Great Lakes region. 

W. . Fraser, supreme president 
Woodmen of the World, Omaha, was 
the principal outside speaker. 


Life Conference Is Held at 
Mississippi A. & M. College 








Mississippi A. & M. College has in- 
augurated an annual life insurance con- 
ference as part of the business school 
in which an insurance class is being 
taught by Prof. J. B. Knight. The first 
life conference was held last week with 
executives of the Lamar Life as speak- 
| ers. 
| At the afternoon meeting, held in con- 
junction with the insurance class and 
attended by students majoring in busi- 
ness subjects, these talks were given: 
“Medical Selection,” Dr. J. O. Segura, 
vice-president and medical director; 
“Rate Making,” A. E. Babbitt, actuary 
and vice-president; “Life Insurance as 
Property,” R. O. Hardy, general agent, 
Columbus, Miss.; “The High Cost of the 
Lapsed Policy,” Roy B. Nelson, con- 
servation field man; “Life Insurance as 
a Profession,” A. V. Gustafson, agency 
supervisor. 

At the banquet of the Chi Lamba 
Rho, honorary business fraternity, Rex 
B. Magee, advertising manager of the 
Lamar Life, spoke on “The Sureness 
of Life Insurance.” Short talks were 
made by Dean J. V. Bowen and all of 
the visiting executives. 


R. J. McGehean Opens Office 
in Southwestern Life Bldg. 








R. J. McGehean, southwestern man- 
ager of THe NATIONAL UNDERWRITER, 
both in its business and editorial de- 
partment, has opened an office at 905 
Southwestern Life building, Dallas. Mr. 
McGehean is an active man and has 
made many friends in his territory. His 
observations on insurance as published 
from time to time in THE NATIONAL 
UNDERWRITER have been read with inter- 
est. 


Friday, the 13th, Lucky for Becker 


President Charles E. Becker of the 
Great American Life of San Antonio 
was agreeably surprised on his birthday 
by the agents. About $200,000 in paid 
for business was placed on his desk as a 
tribute to his natal day. According to 
Mr. Becker, it was the luckiest Friday 
the 13th he has experienced. 











Accident-Health 
Field News 




















Important Matters Come Up 


Health & Accident Conference Execu- 
tive Committee to Have Active Ses- 
sion in Chicago Dec. 4 








A number of matters of importance 
are scheduled to come up for considera- 
tion at the meeting of the executive 
committee of the Health & Accident 
Underwriters Conference in Chicago 
Dec. 4. Reports are expected to be 














made by the two newly created com- 
mittees appointed at the Washington 
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MORE 
PROTECTION 
FOR SAME 
CASH OUTLAY 


That’s What Your Client 
Gets in Our New 
“Business Men’s 
Special” Life 
Policy 


A Contract Designed to Ful- 
fill His Dreams by Giving 
Him Maximum Protection 
Now, When Needed Most, 
but with Sufficient Flexibil- 
ity to Take Care of His 
Future Requirements 


Some of the Features 


Term to Age 65—Con- 
vertible at attained age 
any time before Age 60 
to any regular Life or 
Endowment plan — Sub- 
stantial guaranteed an- 
nual credits on conver- 
sion — Guaranteed cash, 
loan or other non-for- 
feiture values beginning 
at end of third year and 
increasing annually — 
Usual disability and dou- 
ble indemnity benefits— 
Investment opportunity. 


An Agency for You Some- 
where in This Territory 

















Up-to-the-Minute Personal 
Accident and Health 
Policies 
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NO DEPRESSION 
for this man 


He sells something that everybody 
needs—the protection afforded by United 
Life policies which contain ALL IN 
ONE CONTRACT: 


Lire INSURANCE WITH DOU- 
AND TRIPLE INDEMNITY 
FOR ACCIDENTAL DEATH. 


NON-CANCELLABLE, NON-PRO- 
RATABLE WEEKLY ACCIDENT 
INDEMNITY. 


WAIVER OF PREMIUMS FOR 
TOTAL AND PERMANENT DIS- 
ABILITY. 


In addition to attractive policy con- 
tracts in the form of ordinary life, lim- 
ited 


THE INCOME INDEMNITY CON- 

CT—THE NEVER FAILING 

SUBSTITUTE FOR THE SALARY 
CHECK 


His advice to ambitious agents is 
this: Get in touch immediately with 


UNITED LIFE AND ACCIDENT 
INSURANCE COMPANY 


Home Office: United Life Building 
CONCORD, NEW HAMPSHIRE 


loalpeadilinncedliaenatiliaeatilimadtlimalddimseeaana 
AN AEE MEETS, OA 





$1,000 to $1,600 


Ordinary Life Insurance at An 
io Cost GUARANTEED 
NLY $14.00 per $1,000 


‘ALL PREMIUMS 
RETURNED 


in addition to face of policy 
in event death before age 60 
FULL FACE THEREAFTER 
AND PREMIUM REDUCED 20% 
Original cost, age thirty, $21.40 
per $1,000 to age 59; $17.19 
per $1,000 thereafter 
If you reside in Indiana, 


Ohio, Dlinois, 
west Virgin = Ree yy 


ar. for Sample and Particulars- 
This is one of man gelgn euntrasts 
issued 7 


Federal Union Life 


FRANK M. PETERS, Presidest 
’ Cincinnati, Ohio 








LIFE 





meeting of the conference last May, 
those on impairments and _ claims, 
headed by C. O. Pauley, Great Northern 
Life, and on qualifications for member- 
ship, of which W. T. Grant, Business 
Men’s Assurance, is chairman. It is 
probable that reports will also be sub- 
mitted by the legal and public relations 
committees. It will be necessary to 
elect a new member of the committee 
to fill the vacancy caused by the death 
of E. J. Faulkner, Woodmen Accident, 
shortly after his election to the execu- 
tive committee at the Washington 
meeting. 

Early reports received by 
Gordon, executive secretary, indicate 
that there will be a large attendance of 
company executives in addition to the 
committee members, on account of the 
great interest in the vital changes that 
are being made in the business today. 


Harold R, 





Claim Association Reelects 


C. O. Pauley, Great Northern Life, 
was reelected president of the Chicago 
Claim Association at its annual meeting 
last week. All of the officers who have 
served the past year were also reelected, 
including Edward St. Clair, North 
American Accident, vice-president; Gar- 
held Donovan, Benefit Association of 
Railway Employes, secretary, and L. L. 
Phelps, Great Northern Life, treasurer. 
President Pauley and Vice-President 
St. Clair were both in Salt Lake City 
for the conference with western insur- 
ance commissioners regarding new rul- 
ings affecting accident and health insur- 
ance, and Secretary Donovan presided 
in their absence. 


Leonarde Keeler of the scientific 
crime detection laboratories, affiliated 
with Northwestern University, told of 


the results obtained with the so-called 
“lie detector,” which he had a large part 
in developing, and demonstrated its use 


Rio Grande Writes A. & H. 


The Rio Grande National Life of Dal- 
las has entered the health and accident 
field. Harry C. Jones is agencv direc- 
tor and manager of the accident and 
health department. He was recently 
manager of the health and accident de- 
partment of the American National at 
Galveston. 








Old Line Life Shows Gain 


MILWAUKEE, Nov. 25.—The acci- 
dent and health department of the Old 
Line Life will close the year with an 
increase in business over 1930 of about 
7.5 percent. In 1930 the department 
registered an increase in business over 
1929, 





Due to a continued increase in its acci- 
dent and health business, the Michigan 
Life has added Tom L. Knight to the 
staff of the department as an additional 
claim adjuster. Mr. Knight has had 12 
years’ experience in this work. 





NEWS OF LIFE POLICIES, 


es —————————————— 


| New Policies, Premium Rates, Dividends, Surrender 
| Values and all Changes in Policy Literature, Rate | 
| Books, ete. lementing the “Unique Manual- | 
| Digest.” publis annually in May at $5.00 and the 
rs “Little Gem™ published annually in March at $2.00 























New Jefferson Standard Form 





Continuous Payment Endowment Policy 
With $10 Monthly Life Income 
Per Thousand Announced 





The Jefferson Standard has announced 
a new continuous payment endowment 
non-participating policy with life income 
in units of $2,500. At maturity the in- 
sured is guaranteed a life income of $10 
per month for each $1,000 of face 
amount with payments for 9 years guar- 
anteed. In lieu of the income at matur- 
ity, the insured may take the cash value, 
which at age fifty-five is $1,570; at sixty, 
$1,380, and at sixty-five, $1,223. 

In event of the death of the insured 








before maturity the face amount or the 


INSURANCE 


EDI TION . 





YOU CHOOSE 


Vested Renewals 
Financia! Stability 
Excellent Territory 
Equitable Compensation 
Liberal, Modern policies 
Constructive Sales Helps 
Personal Home Office help 
A Company that is forging ahead 


Sympathetic understanding of Agents’ 
problems 


Accident and Health as well ass all forms 
of life 


No matter what you want in a life insurance company you 
will find your desire answered in an agency connection with 


The Gem City Life 


INSURANCE COMPANY 
DAYTON, OHIO 


I. A. Morrissett, President, will gladly give you 
complete information. 














if you want— 


—Unrestricted Territory 

—Vested Renewals 

—Agency Building 
Opportunity 


—Home Office 
Co-operation 


then you want 


Square 
deal 


the Agency Contract 


as issued by 


Natjfwvnal 


Insurance Company 
MADISON, WISCONSIN 
Address W. J. Wandrey, Secretary and Agency Manager 
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paid-up value (whichever is the greater) _—~- 
will be paid to the beneficiary. 
By the payment of a small extra pre- 
e mium provision can be made for the A 
ree ee in continuance of the income after matur- 
ity, during the lifetime of the original 
beneficiary. Under this provision, if the 
. - . insured and original beneficiary are both cALIFC 
living at maturity of the policy, the in- — 
—in insurance selling come will be continued as long as either . Barret 
of them is alive. In event of the death Y d 
a : ou can provide C 
P of the original beneficiary before matur- 
We honestly doubt that there will ever be a ity of the policy, the payment of thie "Derkect P | C 
selling plan so perfected that some personal a ee ertec — 14 Sa 
effort will not be required of the salesman. If Rates Per $10 Monthly Income Protection _ 
End. End. End. 
there ever is one though, our representatives a ne nd bn through our new 
will be among the first to benefit from it. BG see cseeseoeees 18.67 16.00 13.59 —_ 
N t off hae Sioa ae 20 2).l21/12i1ii atsr—ar's1 =~ 1z47| | COMPLETE COVERAGE Dt 
WwW. r r 1 n wi DD ocvseccaseces ves ae 25.72 20.35 
o, WO SS eS Ee Pe Bere igacuees $4.14 31.56 24.23 COMBINATION POLICY | 
entirely replace individual effort. But we do 85 vee ee eee eees 59.55 40.44 (29.64 
have "free wheeling plans'—direct-mail, indi- 45 ccc eecesisss1240.20 78.00 50.81 Life 
vidual presentations, and other up-to-date BS iil iii ON. a6] | Accident & Health ‘ 
promotional materials that make selling suc- Sete henna Shane Total & Permanent Disability ai 
cessful with the minimum of effort. The John Hancock is making a change Old Age Benefits w= 
in connection with limits on a single H 
life. In the ordinary department no all m one contract 
, ‘ more than $225,000 will be issued on any 
@ For information address: one life and the present limits on the A re) . * 128 
A. R. Perkins, Agency Manager older ages will be severely reduced. The gency penings in 
maximum named will be available only Wi * Michi 
on limited life, modified life, and endow- snOtS women 
= ment forms at ages 25 to 45 inclusive. Indiana Missouri —- 
The maximum limit on preferred policies H 
of) 1) will be $75,000 at pen 20 to 54, re lowa Ohio —— 
/ 4s JEFFERSON STAN DARD $45,000 at ages 55 to 60, inclusive of all Oklahoma Me 
existing insurance on this form. The 
John Hancock will put out Jan. 1 a new as Auth 
LIFE INSURANCE COMPANY retirement fund policy, providing pri- Abraham Lincoln 
marily for annuities to the insured with ‘ Legal | 
JULIAN PRICE, President —— payments to members of the Life mee een “a 
pringfield, Illinois cs. 
" Columbus Mutual ’ : 

Greensboro, North Carolina The Columbus Mutual will continue H. B. Hill, President INDIAS 
the present dividend scale in 1932. Presi- . — 
dent D. E. Ball states: “The Columbus $90,000,000 in force 

Home Office Mutual this year has been accumulating Hai; 
surplus at a rate, if anything, in excess -11-81 
MORE THAN 370 MILLIONS IN FORCE of the normal. We see no reason why ae 


our policyholders should not continue to 
share in the company’s prosperity in the 
same liberal measure they have in the 
<a | past.” 




















Dominant in the West As Seen from 
NEW YORK 







































































: : SERIES OF LECTURES GIVEN 
nm PANY Rea ~ ees eee The large enrollment for the series of 
wit a splendi ackgroun oO six weekly lectures to be given under ° 
L \ P J the auspices of the Chatham Phenix Na- | No Better Territory 
achievement, and the largest Guaran- tional Bank & Trust company for gen-| No Better Company 
. . : eral agents and big producers of life 
teed Cost company west of the Missouri companies has resulted in a_ second No Better General Agent’s 
River. It keeps a step ahead in extending series of lectures, identical with the first. Contract Than Our Service 807 
. eae . . The first series will open next Monday. Pension Contract 
modernized life insurance service. Family The second beginning the following 800 
: a ° Thursday. The lecturer is A. H. Rut- — 
Income, Retirement | Annuity, Business gers of the bank’s trust department and THE LAFAYETTE —-—~ 
Protection and Juvenile contracts, in addi- will be from 4 to 5 p. m. in the audi- aw 
. r a torium at 100 William street. The lec- ,. 
tion to all standard forms. Non-medical ture will ocupy 45 minutes, the remain- | LIFE INSURANCE C0. — 
written ing time being for questions. MI 
y : kk x WwW. W. Lane, F. L. Alexander 
sinless tiapwinatiiire LAW Secretary Present 
A acces 7. W. R. Smith, Field Vice-President ¢ 
Liberal contracts and that better Home Section 15 of the New York personal LAFAYETTE, INDIANA | 
Offi 2 for agents property law has become a center of 
ce service f0 4 . discussion since Albert Hirst, counsel 
for the New York State Life Under- 
_ . 000,000 writers Association, spoke on its value 
Insurance in Force Over $265, , at the dinner last week of the New York ° 
Admitted Assets Over $43,000,000 City Life Underwriters Association. Life Insurance, 
The section provides that “when the . 
proceeds of a life policy, becoming a Trust Service 
claim by the death of the insured, are . 
left with the company under a trust or —- iF » nt, See 
other agreement, the benefits accruing cane auemned Gee qian Ge 







California-Western States Life thereunder after the death of the insured tented Life Insurance Trust safe- 


shall not be transferable, nor subject to 






















































Insurance Company commutation or encumbrance nor to 41 Special Reserve Fund of 
" , legal process except in an action to re- $2,000,000 protects principal 
J. Roy Kruse, President cover for necessaries, if the parties to ond income aginst loss. 
HOME OFFICE: SACRAMENTO | the trust or other agreements so agree.” Chicago Title & Trust Company 
The value of this section in protecting . St. 
a A <ceew | the beneficiary from claims of his credi- @ West Washington 
— tors is, however, questioned by trust — 
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| ACTUARIES 


CALIFORNIA 
Barrett N. Coates Carl E. Herfurth 
COATES & HERFURTH 
CONSULTING ACTUARIES 
Ut PRAN geww 437 So. Hill Street 








LOS ANG 





ILLINOIS 


DONALD F. CAMPBELL 
CONSULTING ACTUARY 


160 N. La Salle St. 
Telephone State 7398 


CHICAGO, ILL. 




















L. A. GLOVER & CO. 
Consulting Actuaries 
128 North Wells Street, Chicago 


Life Insurance Accountants 











J. Charles Seitz, F.A.I. A. 
CONSULTING ACTUARY 
Auther “A Se Sa fer a Lite 


228 N 
Phone Frankiin 6558 














INDIANA 


Haight, Davis & Haight, Inc. 
Consulting Actuaries 
FRANK J. HAIGHT, President 
Indianapolis, Omaha, Kansas City 























HARRY C. MARVIN 
Consulting Actuary 
307 Peoples Bank Building 
INDIANAPOLIS, INDIANA 


—~— — 











MISSOURI 


ALEXANDER C. GOOD 
Consulting Actuary 
807 Paul Brown Building, St. Louis 


and 
800 Securities Building, Kansas City 


NEW YORK 




















MILES M. DAWSON & SON 


CONSULTING ACTUARIES 
500 Fifth Avenue New York City 

















OU - will 

find a 
wealth of 
suggestions 
in J. B. Sack- 
ett’s A. B. C. 
of Disability 
Insurance. 
125 pages. 
Price $1. 


Order me from 
The National 
Underwriter 
175 W. Jack- 
son Bivd., 








Chicago 





men, who point out the existence of 
later legislation which might conflict 
with section 15. 

E. M. McMahon, second vice-presi- 
dent Chase National Bank, when asked 
his opinion, said: “Of course we are 
familiar with section 15 of the personal 
property law. However, the interpreta- 
tion of the extent to which section 15 
applies to credit rights is a legal ques- 
tion about which there may be a con- 
flict of opinion. So long as this un- 
certainty of interpretation exists among 
attorneys and representatives of insur- 
ance companies, we shall continue to 
advise our prospective trustors to be 
guided by their attorney's opinion as to 
whether under properly drawn instru 
menst they and their beneficiaries can 
receive the same protection from credi 
tors as is given by section 15 for moneys 
left with the insurance companies.” 

Until a test case occurs the question 
of the exact value of section 15 must re- 
main about where it is now. Neverthe- 
less, it is the most effective way yet 
known of protecting proceeds under 
settlement options from the claims of 
creditors of the beneficiary, and is one 
that should be known to life under- 
writers, operating here as a sales point 
and a protection to their clients. 

ig ger 


NORTHWESTERN MUTUAL MEETING 


“Putting into effect what you know, 
about yourself, about your business, and 
about your company” will be the theme 
of the meeting of Northwestern Mutual 
Life agents from the New England, mid 
dle Atlantic and south Atlantic states, 
Jan. 4-5, in New York City 

E. E. Lincoln, general agent at 
Rochester, N. Y., is program chairman 
Josh Lee, head of the public speaking 
department of the University of Okla- 
homa, will be the banquet speaker. A 
“quiz” of achievement, such as featured 
the meeting of the Association of Agents 
at the home office in Milwaukee last 
June, is planned for the morning of 
Jan. 5. A luncheon conference will close 
the convention. 

* * 
QUINN FIRST TO PASS QUOTA 


Rapid progress has been made by the 
Borough Hall ordinary agency of the 
Prudential in Brooklyn since the office 
was established there a little more than 
a year ago by Manager D. J. Quinn. The 
agency was the first in the entire east to 
complete its quota for the year, a feat 
which it accomplished early in June. Mr. 
Quinn is extremely popular among other 
insurance men and his success in giving 
brokers the kind of service they want is 
undoubtedly responsible in a large meas- 
ure for his success. The agency has a 
fully equipped medical department. 


MEMO BOOK SAVES POLICYHOLDER 


A policyholder of the Guardian Life of 
New York owes his life to the fact that 
when he was shot in a recent hold-up in 
New York City one of the company’s 
complimentary memo _ books slowed 
down and deflected the bullet sufficiently 
so that the wound did not prove fatal. 
* x 
ROBERTS WITH MceMILLEN 


W. E. Roberts, formerly with the Chase 
National bank’s life insurance trust de- 
partment and one of the pioneers in the 
life insurance trust business in New 
York, has joined the McMillen agency 
of the Northwestern Mutual Life as a 
full-time agent. Although a specialist in 
the trust field, Mr. Roberts will not con- 
fine himself to that type of work in life 
underwriting. 





Woodmen Buy Building 


The purchase for $600,000 of the 
eight-story building at Seventeenth and 
Farnam streets, Omaha, by the Wood- 
men of the World has been announced 
by W. A. Fraser, president. This trans- 
action puts definitely at rest rumors that 
the headquarters of the association were 
to be moved to some city in the south, 








where it is strong in membership 


LIFE INSURANCE EDITION 








UILD for THE future 
with BANKERS NATIONAL 


Opportunities offered to 
those who can qualify as 
District Managers. 


Qualification under _ this 
contract provides further 


opportunities to develop 


Details furnished 
upon request. 


your own General Agency. 


BANKERS NATIONAL LIFE INSURANCE 
COMPANY 


Bankers National Life Building 
JERSEY CITY, N. J. 


RALPH R. LOUNSBURY, GEORGE RAMEE, 














President Vice-President and Supt. of Agencies 
W. L. MOODY, JR. W. L. MOODY, III W. J. SHAW 
President Vice-President Secretary 
SHEARN MOODY J. B. MILLS 


Vice-President Asst. Vice-President 


AMERICAN NATIONAL 
INSURANCE COMPANY 


HOME OFFICE 


GALVESTON, TEXAS 


Assets $45,616,098.00 
Surplus 7,085,859.53 


ORDINARY—INDUSTRIAL 
= 


We Have Openings for Live Men in 


( alifornia Kansas Minnesota South Carolina Virginia 
Colorado Kentucky Missouri Tennessee West Virginia 
Georgia Michigan North Carolina Texas Washington 


Liberal First Year and Renewal Commissions 
Up to Date Policies—Non Medical—Special Low Premium Plans 


If Interested Address 
AMERICAN NATIONAL INSURANCE CO. 


GALVESTON, TEXAS 
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ARE YOU AWAKE TO OPPORTUNITY 
Life Insurance Men of Vision Know That the Greatest 


Opportunity 
Is with the Company That Is 
NOT TOO LARGE NOT TOO OLD 
NOT TOO SMALL NOT TOO YOUNG 
The Solid Growing Company by Men Who Are Agency Minded 


WE HAVE THE TOOLS 


Participating and ae oy icing Man end Women em Equal Terme—Teotal 


Ctrculartzation Aide—Supervisor’s Help—Direct Contracts, Human Relations, Liberal 
Contracts and Special Producer’e Clube 


Ut You Are Ready for s General Agency There ts Desirable Territory Open te 
THE OLD LINE 
CEDAR RAPIDS LIFE INSURANCE COMPANY 


G. Sigmund—Vice-Pres. & Agency Director 
COL. C. B. ROBBINS, - Cc. B. SVOBODA, Seey. 
CEDAR RAPIDS, IOWA 















































hlOUSTON 


Two great hotels 
invite you . 












HOTEL 
BEN MILAM 
Opposite Union Station 
250 OUTSIDE ROOMS 

Each with bath 
DELIGHTFUL COFFEE SHOP 


HOTEL 
SAM HOUSTON 


tin the he 
200 OUTSIDE ROOMS Avg 
POPULAR COFFEE SHOP HOTEL BEN MILAM 


RATES 
ty? AND $9” 


Operated by 
OLEARY - MICKELSON 
AND HALL 


Write for illustrated folder 








































Just a block or two from 
everywhere--orie and one- 
half blocks from Union 
Station and two biocks 
from Traction Terminal 












ALL OUTSIDE ROOMS 
AND EACH WITH BATH 


O 
$322. OO 
and up and up 
double single 
GAPAGE SERVICE 


ARTHUR ZINK 
Managing Director 
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121 SOWTH ILLINOIS STREET 


INDIANAPOLIS 














LIFE COMPANY CONVENTIONS | 





Farm Bureau Agents Meeting 





Indiana Organization Was Addressed by 
Attorney H. L. Ekern and Other 
Prominent Speakers 





The insurance department of the Indi- 
ana Farm Bureau held a meeting at 
Indianapolis this week. Farmers need 
to be educated to the value of life in- 
surance more than any other group, At- 
torney H. I. Ekern of Chicago, told the 
agents. “The average farmer will in- 
sure his home, his barn, his automobile 
and other property and never give a 
thought to his greatest asset—his poten- 
tial earnings if he lives,” the speaker 
declared. Commissioner J. C. Kidd 
emphasized the responsibility of insur- 
ance agents to bring the message of | 
insurance to thefr communities. Among 


other speakers at the various session; 
were William H. Settle, president gj 
the farm bureau; Morris G. Fuller, yicg. 
president of the State Farm Life insur. 
ance Company; M. C. Townsend, qj. 
| rector of organization for the farm by. 
| reau; M. S. Winder, executive secre. 
tary of the American Farm Bureau, and 
oe A Gregory, of Chicago, editor of 
the “Prairie Farmer.” 





Promote Texas Clubs 


The Texas Life Underwriters Asso. 
ciation is promoting the formation of 
managers’ clubs in all cities which have 
a large enough group of managers for 
such an organization. It is believed tha 
these clubs can help eliminate the part. 
time man in the large town, prevent the 
twisting of agents and curb the actiy;. 
ties of the twister. 




















g -MANAGERS’ ASSOCIATION NEWS 








Condemn “Knocking” Tactics 





Detroit Life Managers Hit Sales Meth- 
ods That Reflect on Strength or 
Stability of Any Companies 





DETROIT, Nov. 25.—The Novem- 
ber session of the Life Managers Asso- 
ciation of Detroit went on record as 
“opposed to any sales method that may 
be construed as_ reflecting on the 
strength or stability of any companies,” 
the sense of the motion to be trans- 
mitted to the field forces of the various 
branches and general agencies if it is 
found advisable to do so. 

The motion was brought about by the 
growing prevalence of the _ practice 
among life underwriters of undermin- 
ing confidence of policyholders in other 
companies by making disparaging state- 
ments concerning the worth of the in- 
vestments or the reduced earnings of 
such competitive companies. The con- 
sensus is that any attack on the stand- 
ing of a life insurance company is an 
attack on the institution of life insur- 
ance and as such should be frowned 
upon by all in the industry. While 
this sort of sales tactics is no more 
widespread in the Detroit district that 
elsewhere about the country, the man- 
agers have determined to take a definite 
stand on the problem before it increases 
to serious proportions. 

A communication setting forth the 
action of the association was transmit- 
ted to all life managers and general 
agents affiliated with the organization 
immediately following the meeting by 
Secretary Joe C. Caperton, manager for 
the Phoenix Mutual. Charles A. Ma- 


cauley, general agent for the John Han. 
cock Mutual, presided over the session, 


Heads Conservation Division 


Mrs. Jessie J. Glenn; cashier at the 
home office of the Ohio State Life for 
the last nine years, has become head of 
its conservation department, which will 
now be known as the _ policyholders 
service division, and will have charge 
of the work in connection with reip- 
statements. 


Utah Life Managers’ Meetings 


At the Utah Life Managers Associa- 
tion November meeting, J. H. Harrop, 
manager Equitable Life of New York, 
presented an excellent discussion on 
“Recruiting Better Human Material.” 
The Utah association has worked out 
an interesting type of program for the 
monthly meetings. It is, in fact, a sort 
of managers clinic. Topics of interest 
and peculiar to the work of general 
agents and managers are discussed. 
Carl P. Marcusen, president of Pacific 
National Life, and L. H. Storr, New 
York Life, discussed in the September 
and October meetings “Why Build an 
Agency?” and “Sources of New Men.” 


W. M. Jones of the Business Men's 
is president of the managers’ associa 
tion. 


Canada Life Appointment 
The Canada Life, Toronto, has ap- 
pointed W. J]. Sheppard as assistant sec- 
retary. Mr. Sheppard joined the com- 
pany in 1900 as a junior clerk, served 
in several departments and became sec- 
retary of the medical department in 





1920. 








| NEWS OF LIFE 


ASSOCIATIONS i 











Oklahoma City Officiated 


Life Underwriters Association Delegates 
Furnished the Program at the 
Dallas Meeting 








The November meeting of the Dallas 
Life Underwriters Association was in- 
teresting and unique as the entire pro- 
gram was presented by members of the 
Oklahoma City association headed by 
George E. Lackey, Massachusetts Mu- 
tual, past president of the National as- 
sociation. Even the musical entertain- 
ment was imported from Oklahoma 
City. Several months ago the Dallas 
life people presented a program in Okla- 
homa City. It was so successful that 
President Peebles of Dallas extended an 





invitation to Oklahoma City to return 





the engagement. There were 23 in the 
Oklahoma City delegation headed by 
J. A, Woods, present president of the 
Oklahoma City association. O. Sam 
Cummings, Kansas City Life, was chair- 
man of the meeting and extended the 
welcome, the response being by George 
Summerlin, who took charge of the 
Oklahoma City program. Officers of 
the Oklahoma City association and the 
from that city were introduced. 
Todd, vice- -president of the Okla- 
rae City association, gave a talk, 
pointing out the benefits to be derived 
through association membership and ac- 
tivity. President Woods told about the 
activities in Oklahoma City and the 
plans of the organization for the future. 
Mr. Lackey spoke, his subject bobs 
“The New Era in Life Insurance.” 
declared that considerable business is 
being overlooked by the salesmen in 
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PROVEN 
CONTACTS 

IN 
EVERY TOWN 


Our organization in 
Illinois is unusual in 
that we have desirable 
contacts in every town 
available for our 
agents. This factor 
alone gives our repre- 
sentatives confidence 
because they know 
their time will be taken 
up calling on pros- 
pects who are really 
interested. There is 
still some desirable 
territory open for pro- 
ducers. 


BUILDERS LIFE 
INSURANCE COMPANY 


Karl J. Crist, Executive Vice-President 


228 N. La Salle St. 
CHICAGO ILLINOIS 
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They Said We’d 
“Get Burnt” 


When our new Sup¢r-Disability 
policy went on the market, so 
simple was the contract, and so 
free was it from confusing tech- 
nicalities and restrictions that 
we were told we'd get “burnt.” 





But we knew we could write a 
policy for accident and health as 
clean cut as the life contract, 
and we did it. We haven’t been 
burnt. 


Life agents have found it an ex- 
cellent means to complete the 
protection with which to sur- 
round their clients. 


Send in the coupon for further 
information. 








INTER-OCEAN CASUALTY 
COMPANY 


Executive Office 
CINCINNATI-OMIO 





Amerias Ot Bidg., Cincinnati, Obie. 
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their rounds. He said life insurance 
has stood as a great impregnable struc- 
ture these days. In the Oklahoma City 
delegation were Miss Josephine Lincoln, 
secretary of the organization, E. W. 
Marshall, general agent Bankers Life, 
the treasurer, and Bob Carter, Connec- 
ticut Mutual Life, chairman of the exec- 


utive committee. 
x *k * 


Gives Estate Building Plan 


Earl G. Manning, John Hancock Mutual, 
Boston, Addresses Philadelphia 


Association Meeting 








PHILADELPHIA, Nov. 25.— Life 
underwriters today “are emerging from 
the era of policy selling into one of 
estate planning,” Earl G. Manning, John 
Hancock Mutual Life, Boston, told the 
Philadelphia Association of Life Under- 
writers at its November luncheon- meet- 
ing in his talk on “Estate Engineering. 
More than 300 attended the meeting. 


He stressed the importance of con- 
sidering the client’s real estate, securi- 
ties, income and other insurance, as 
well as his personal preferences. He 


gave an actual case, from the very first 
letter through selling the suggested plan 
and “correlating a scientific analysis of 
all the sentimental and material factors 
that govern the situation.” 


Outlines Four Steps 


The steps in his plan were four: (1) 
Allowing for the administration or ad- 
justment fee to be subtracted from the 
estate settlement; (2) defining the size 
of the estate to provide a proper stand- 
ard of living for the dependents; (3) 
making a suggested plan for the in- 
sured’s consideration, and (4) suggest- 
ing and recommending a life insurance 
trust for the payment of proceeds. 

He said that the ultimate purpose of 
such a procedure is “to so provide that 
the size of the estate will enable the de- 
pendents to maintain their proper stand- 
ard of living.” 


Moore Pays Tribute 


J. Hampton Moore, mayor-elect, paid 
tribute to life insurance and insurance 
men and to their value to the commu- 
nity. “As an inducer of prodigals to 
care for themselves and dependents, and 
as a vital factor in raising the health 
standards of the community, I am a 
firm believer in the fine auxiliary aid 
rendered by the insurance man in the 
progress of municipal government,” he 
said. 

He pointed to the benefits derived 
from teaching the doctrine of saving for 
dependents and told his audience that 
“the government could not be expected 
to build for those who will not care 


j for themselves.” 


Holds Past Presidents’ Night 





Boston Association Has Enthusiastic 
Meeting With George L. Hunt, New 
England Mutual, as Speaker 





BOSTON,. Nov. 25.—Past presidents’ 
night was observed by the Boston Life 
Underwriters Association with a dozen 
former presidents at the head table and 
a good attendance of members. George 
L. Hunt, recently elected agency vice- 
president of the New England Mutual 
Life, was the guest speaker. 

President H. L. Kay announced that 
the New England Mutual has offered 
the association the free use of rooms ad- 
joining its home office building, as per- 
manent headquarters, which will allow 
for office room and quarters for the as- 
sociation’s growing library. The an- 
nual meeting will be held on Dec. 16. 
Governor Ely of Massachusetts will be 
the speaker. C. L. U. courses will 
begin Dec. 1, with two sessions weekly 
under the auspices of the Boston asso- 
ciation and the Boston C. L. U. chapter. 

The following past presidents sat at 
the head table: Charles W. Gammons, 
Paul S. Burns, Albert H. Curtis, Frank- 
lin W. Ganse, Leon E. Foss, Alex S. 





Browne, Edward I. Brown, Clinton L. 
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SOMETHING NEW sx: IS NEW 
IN LIFE INSURANCE 


A Dollar’s worth for r 

regardless of find of SE Gade 
A $1,000.00 Endowment Policy, any age at issue, guarantees 
$1,961.54 plus Dividends in event policy becomes a claim the year 
it matures. 

Our Twenty Payment most remarkable policy of all—too much 
to write about in this advertisement. 

We have Ordinary with and without Cash accumulation. With- 
out cash value it furnishes Pure Protection Life insurance at non- 
participating rates but on a participating basis—it is estimated 
dividends will amount to 50% within a few years, based on actual 
experience past five years. 

Juvenile Policies—Ordinary, Twenty Payment and Endow- 
ment from birth, with all the fine features of our Adult Policies. 

Many other forms of Policies equally attractive. 


Operating in Illinois, Michigan, Indiana and Missouri 


NTERSTATE RESERVE 


LIFE INSURANCE 
COMPANY 
‘A Mutual Legal Reserve Life Insurance Company 


Ten East Pearson Street + oe ° Chicago 
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JS Liberal policies 





T-H-E Good territory 
COMBINATION “ SUCCESSFUL 
I-D-E-A-L Adoncy—Daltsing -- NATIONAL 
‘ome Office -- AGENCIES 
cient Claim 
\ “une =f 
Are you making PROGRESS? If not, are you wil- 
ans > spend O CENTS to learn WHY National 
asu 


salesmen forge ahead continually? 
Welave a full line of Commercial, Industrial, Group 
and {ore Payment Accident and Health policies. A 
connection with this company will be the RNING 
POINT IN YOUR LIFE. 


NATIONAL CASUALTY COMPANY 
Detroit, Michigan 
W. G. Curtis, President 














1851 1931 


Co-operation - Sincerity - Service 
Our Motto for 80 Years 
Ask Any Berkshire Agent 


**Eightieth Anniversary Year’’ 


Incorporated 1851 
PITTSFIELD, MASSACHUSETTS 





BERKSHIRE LIFE INSURANCE CoO. 
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The Lincoln National Life Insurance 
Company, Fort Wayne. Indiana. 














ALWAYS LOOKING 





For those who want to be associated with 
a Company that has age, stability and 
deals in a friendly, uplift way with field 
workers. 





Union Mutual Life 


Insurance Company . 


Portland, Maine 
Incorporated 1848 














Come to the 


GREAT REPUBLIC LIFE 


and Double Your Production by 
Writing Its Wonderful New 


Select Risk Life Expectancy Policy 


Guaranteed Low Cost with many attractive features, including Dis- 
ability, Double Indemnity, Loss of Members and Beneficiary Insurance. 


Maximum Protection for Minimum Deposit. Full coverage for the 
active years of life with extremely liberal conversion privileges. 


Liberal first year and renewal commissions paid to experienced life 
underwriters. 


For full information concerning an agency connection communicate with 


W. H. SAVAGE, Vice-President 
1800 Great Republic Life Building 


LOS ANGELES, CALIF. 


GOING AHEAD IN 


TEXAS 


with a most attractive proposition to personal producers 











E. L. McClure, Texas Manager 
Rockford Life Insurance Company, 
Corpus Christi, Texas 


SEND ME YOUR PROPOSITION 
NAME 


ADDRESS . ee as ae et ee eee 











November 27, 193) 





Ferguson, Everett E. Hicks, Robert W. 

Moore, Jr., David E. Sprague, Charles 

C. Gilman and George H. Tracey. 
-. 


Financial Writer Prediciz 


Darkest Period Is Ended 


PITTSBURGH, Nov. 25—‘The dark- 
est period of our economic crisis is past 
and all that is needed for continued prog- 
ress towarrd stability is courage,” Albert 
W. Atwood, economist, author and finan- 
cial editor of the “Saturday Evening Post,” 
told the Pittsburgh association at a lunch- 
eon with 300 in attendance, including 
bankers, financiers and business men in 
addition to life underwriters. 

“Certainly present conditions do not 
warrant the pessimism which still ex- 
ists,’ Mr. Atwood said, “nor did con- 
ditions warrant even the greater pes- 
simism which existed a few weeks ago. 
This country is not on the brink of a 
revolution. Neither the country nor the 
economic order which has developed 
herein is about to go into the abyss 
and despite many serious problems 
there are no real signs that our national 
virility has vanished to a point where 
a slow decline is setting in. Too many 
people have been talking about break- 
down, but the real breakdown has been 
in their own common sense, perspective 
and courage. We are still in a depres- 
sion, a terrible depression, but if his- 
tory means anything this is a period of 
convalescence, painful, but necessary 
and wholesome.” 

*x* * * 

New York City.—Claris Adams, execu- 
tive vice-president American Life of De- 
troit, and D. B. Maduro, counsel of the 
New York City association, will speak 
at the next meeting Dec. 8. Mr. Adams 
will discuss “What We Have to Sell,” 
and Mr. Maduro’s topic will cover “The 
Theory of the Bstate Approach.” 

* x 
Birmingham, Ala.—T. M. tiehle of 
New York, third vice-president of the 
National association, will address the 
Birmingham association Dec. 14 on “Car- 
dinal Principles.” 
*x 
Oklahoma.—Oliver J. Neivall, assistant 
trust officer of the Commerce Trust Com- 
pany, Kansas City, Mo., was principal 
speaker at the November meeting of the 
Oklahoma association at Oklahoma City 
Saturday. He spoke on the value of 
cooperation between trust officers and 
life underwriters. 





Dallas.—At the meeting of the execu- 
tive committee of the Dallas associa- 
tion Mrs. W. S. Pritchard of the depart- 
ment of the American home of the Na- 
tional association was present. Plans 
were discussed for an educational cam- 
paign among the women’s clubs in 
Texas. Life men stated they would co- 
operate in any program suggested. The 
executive committee passed a resolution 
calling for organized work on part of 
the state association to sponsor a state- 
wide life insurance and thrift campaign. 
Mrs. Pritchard was asked to return to 
Texas early in the year for an extended 
speaking trip Roger B. Hull, manag- 
ing director of the National association, 
will address the Dallas association while 
he is in the south. Abner Thorp, Jr., 
editor of the Diamond Life Bulletins of 
The National Underwriter, will address 
the Dallas people Jan. 25. 

. = @ 
Mississippi.—The Mississippi associa- 
tion will hold a ladies’ night dinner in 
Jackson Dec. 18 with T. M. Riehle of 
New York, third vice-president of the 
National association, as the principal 
speaker of the occasion. 

oe ©. 
Nashville, Tenn.—The educational com- 
mittee of the Nashville association has 
presented to the business library of the 
chamber of commerce, which is a branch 
of the Carnegie library, a collection of 
20 books dealing with life insurance, as 
the nucleus of an insurance library that 
will be further augmented from time to 
time. This original gift includes all 
books required for the C. L, U. degree. 

* * x 
Peoria, U1.—The Peoria association as- 
sisted in the community fund drive and 
was behind it 100 percent. The associa- 
tion furnished over 50 workers for the 
various teams. L. O. Schriver, secretary 
of the National association, was general 


= EE 
past president of the Peoria Associatj 

and second vice president of the Illinois 
association, was in charge of the divisio, 
which brought in the largest amount of 
subscriptions. C. T. Wardwell, Presiden, 
of the Peoria association, and PF z 
Cavette were captains of two of the 
teams on the high division. b> 

* *K i 

Buffalo, N. Y.—A. E. N. Gray, 48Sistan; 
secretary Prudential, addressed the But. 
falo association at a dinner meeting 
Nov. 20 in the Central Y. M. C. 4 m4 
likened insurance selling to the Dro. 
fession of acting, showing how ©mMotions 
must be stirred to create action. ; 

Edward A. Dunlap, association presi. 
dent, conducted the program, which in. 
cluded a report on the recent state bn 
sociation convention by Sidney Wer. 
timer, 

* * 

Erie, Pa.—Dr. S. S. Huebner of ty, 
University of Pennsylvania spoke before 
the Erie association at a dinner meeting 
Nov. 20 on “The Great Financial Safe. 
guard.” 











* * 


Memphis, Tenn.—Cameron Beck, per- 
sonal director of the New York Stock 
Exchange, spoke Nov. 20 at a meeting 
of the Memphis association on “Yoytp 
in Business,” making a plea that col- 
leges better prepare students for gery. 
ice in the business world. Mr. Beck als 
delivered two addresses to the Tennesse. 
Education Association, in session Noy 
20-21 in Memphis. 


* 


Cincinnati.—R. A. Trubey, manager of 
the Guardian Life at Fargo, N. D., ag. 
dressed the Cincinnati association 0) 
“Carrying the Life Insurance Message 

, - 4 


Rockford, 11L—Dr. C. J. Rockwell, jp. 
surance educator, addressed the Rock. 
ford association last week. 

“Don’t think with your grandfather's 
brains,” Dr, Rockwell admonished. “Be 
ready to try out new ideas in selling 
Build up personality, for success in sell. 
ing life insurance is due more to per- 
sonality than ability.” 


* * 


St. Louis.—Mrs. W. S. Pritchard of the 
department of the American family 
National association, spoke at a luncheon 
meeting of the St. Louis association. Many 
of the members of the _ association 
brought their wives to the meeting. 

The C. L. U. study group of the & 
Louis association, has invited those who 
are interested in preparing for the ex- 
amination next June to attend the first 
session of the group the evening of Dec 
2 at the offices of the Union Central 
Life 

*x* * 
Stockton, Cal.—More than 100 under- 
writers attended the annual sales con- 


ference of the Stockton association last 
week. Commencing with a_ luncheon 
business sessions were held during the 
afternoon, followed by a banquet 


Among the speakers at the conference 
were: Arthur S. Holman, vice-president 
National association, who spoke on ethics 
and the value of association member- 
ship; Thomas Cox, president East Bay 
association who discussed “Life Insur- 
ance as an Investment”; Charles M 
Goodman, Equitable of New York, on 
“Business Insurance”; John T. Burton 
Penn Mutual Life, Oakland, “Prospect- 
ing,” and Caxton Rhoades, prominent 
banker. 


San Francisco.—Two members of the 
San Francisco association's study class 
have been awarded gold fountain pens. 
Don B. Wentworth, Travelers, won the 
award for the best all-round record 
for an agent in the business more than 
one year. L. K. Cameron, who joined 
the Penn Mutual Life staff last July 
won the other pen R 
Four students received grades of 100 
percent. Henry LeSassier, Fidelity Mu- 
tual, who received 100 percent in his 
written examination had a paid produc: 
tion in excess of $50,000. 

Headed by President Ben F. Shapro 
a group of members of the San Fran- 
cisco association, attended a meeting of 
underwriters of the North Bay area in 
Santa Rosa. As a result underwriters 
there are to become non-resident mem- 
bers of the San Francisco association 
until they are able to form an independ- 
ent organization. President Shapro 
spoke along with James M. Hamill, mil- 
lionaire producer Equitable Life of New 
York; R. H. “Bill” Mouser, Penn Mutual 
and Gerald F. McKenna, Penn Mutual. 
L. C. Hall, California-Western States 


























chairman of the drive. J. H. Wilson, 


Life, presided. 





and 1 
divid 
whicl 


ence 
ositic 
or I 
up te 
that 

“\V 
have 
incor 
pend 


thing 








SOCiation 
8 Illinois 
 divisio, 
nount of 
Tesiden 
d F. E 

Of the 


‘SSistan; 
the Buf. 
Meeting 

. He 
he pro. 
MOtions 
1. 


1 Presi. 
hich in. 
fate as. 
r Wer. 


Of the 
before 
neeting 
1 Safe. 


K, Der. 
Stock 
leeting 
“Youth 
at col. 
’ Sery- 
Ck alsy 
N@Ssee 


1 Novy 








November 27, 1931 


—m 

~ ¢ 
\¥ i 
ro | 


\ 














<a 
—)) 











. 





> 
 SYMIOIDIEIRIN 
JBUSINIESS-GET THING 
l METHODS - 








LIFE INSURANCE EDITION 

















——— 






































t 
~ 


























Prominent General Agent Views 
Life Insurance as Most Permanent 
Form of Property in Existence 


|. S. Drewry, general agent of the 
Mutual Benefit at Cincinnati, makes an 
interesting contribution to the subject of 
life insurance as property, the concep- 
tion of it which has become general oi 
recent years and which has had much to 
do with the rapid strides it has made. 

“We have two sources from which we 
can get dollars or income. We can work 
and make money, or we Can acquire 1n- 
dividually the ownership of property, 
which will produce income. Only those 
two things will produce income: either 
work or property,” Mr. Drewry says. 


Financial Independence 
Is Individual Matter 


“When it comes to financial independ- 
ence it is absolutely an individual prop- 
osition. I think I may say that if you 
or I desire financial independence it is 
up to you and to me individually to see 
that we have it. 

“What is financial independence? I 
have defined it in my own mind as an 
income which will give me and those de- 
pendent upon me the things we want, 
or must have, to enjoy life. 

“It seems to me that desirable prop- 
erty for any man must be that property 
which is going to function some time 
in the future, when he has need of in- 
come from property. That is the vital 
thing a man must have from what he 
accumulates in the form of property— 
future income. 


Liquidation Usually 
Brings Depreciation 


“I have had many men say that they 
have liquidated property and an analysis 
of their statements shows almost invari- 
ably that they have had to liquidate 
property because they were over-reach- 
ing in an effort to accumulate too fast. 
Dr. Huebner says the events that make 
it necessary for a man to liquidate his 
property usually carry with them a re- 
duction of approximately 40 percent; he 
Says 28 percent for bonds and 40 per- 
cent for other properties. 

“Thinking of insurance as property 
we might pause to appreciate the fact 
that no combination of events that ever 
made it necessary for a man to realize 
on the value of insurance ever carried 
with it the reduction of one single penny 
in the value it was supposed to have. 


Brings Out Collateral 
Use of Property 


“I have had many men tell me that 
they used their property for collateral 
purpose and again an analysis shows 
that it was largely for the purpose of 
buying other properties which they con- 
sidered desirable. 

a seems to me that it is absolutely 
impossible for a man to build this sup- 
plement to his work effort, this property 
account that he has to have, and at the 
Same time have need of income from 
that capital. Unless a man has a mar- 
gin between what he makes from. his 
work and what he is consuming day by 
ay for his wants, his needs, and his 
desires, it is impossible for that man to 
build a property account. And so the 
real need, the vital need a man has, with 
the exception of a very small percentage 


of the people, is a future income from 
his property. 

“I wonder if you have ever stopped 
to think for how short a time a man 
who does build a capital fund actually 
needs income from what he builds? 
Some one has estimated that it is on the 
average less than two years 


Needs of the Family 
Are Long Continuing 


“I wonder if you have ever thought 
how much longer the family, those de- 
pendent upon the productive workers, 
need income from those properties? 
Some one figured that it was an average 
of 40 years. In other words, a man’s 
wife and children live an average of 40 
years beyond the time that he works. I 
don’t think it necessarily follows at all 
that a man must supply income during 
all of that period, but I do think that a 
great many men would like very much 
to do so. And yet we know there is 
nothing in the world except property 
and permanent property that will ac- 
complish his desires. 

“I think that you and I can get won- 
derful happiness as we go along, out of 
the thought that, if we have accumulated 
some property, our children, daughters 
particularly, will have an income just as 
long as they live. 

“We think of property as an estate. 
To my mind it is not an estate at all. 
Building an estate involves three differ- 
ent and usually disassociated phases: 


you have got to go through an accumu 


lation period, a period when you are 
building up this thing which has its 
| hazards, which requires the time ele- 
ment, certainly; you have got to go 


through a distribution period, in other 
words, getting it from you to those who 
are going to have it; then it goes 
through another period, that is the pe 
riod we call a trusteeship. Any man 
who passes property to others passes 
the responsibility for trusteeship, | don't 
care how he passes it. He may give it 
directly to his wife, to his children, or 


| to both, but he also passes along the 


obligation of management. He may pass 
the management to a trust company or 
he may leave the management to the in- 
surance company, but an estate, from 


| my point of view, must go through those 





three processes, and each has its risks, 
its hazards, and its costs. 


Makes Important Point 
Regarding Life Insurance 


“I wonder if you have ever thought 
that life insurance is the only property 
by which a man can actually create an 
estate and pass it in kind? I don’t mean 
that it is necessarily desirable that he 
do so. If we buy life insurance, or if 
we sell life insurance to a man, we are 
selling him an interest in the company’s 
investments, and that is exactly what 
he has as long as it stays there, what- 
ever plan of policy he buys. Some one 
asked me what he was buying ff he took 
a term policy, and I said, ‘He is buying 
an option on something.’ But in any 
plan of policy what he is actually buy- 
ing is an interest in the company's as 
sets. He may take different plans, dif- 
ferent methods by which to pay for his 
purchase—but if I buy life insurance, I 
pass it to my beneficiaries as life insur- 
ance, and if I want to put a supplemen- 











Clear Thinking Today’s Need 





Vice-president George L. Hunt of-the 
New England Mutual Life, speaking to 
the Boston Association of Life Under- 
writers on “Today and Tomorrow,” de- 
clared that what is most needed today 
is clear thinking, careful analysis and 
enthusiastic action on the part of life 
underwriters, who should become really 
insurance counsellors rather than mere 
agents. 

“For eight of the past ten years our 
business was an easy business,” said 
Mr. Hunt. “The vast majority of life 
insurance men focussed their thoughts 
on just one thing, volume. Little at- 
tention was given to service. Most of 
the agents used high pressure tactics 
Two years ago, however, obstructions 
began to appear, and for a time the flow 
of business was materially lessened. 
Then the stream commenced to clog and 
shortly the life insurance men found 
themselves in the backwash. Some few, 
who had built their business on the bed 
rock, their clients’ needs, found it pos- 


sible to continue to climb above and 
around the obstructions. Others fell 
by the wayside. The men and women 
who builded on firm foundations have 
continued to procure a splendid busi- 
ness. 

“Never before in the history of the 
business have been appreciated the 
property value of life insurance. Se- 


curity values in general have shrunk; 
industrial earnings have been drastically 
cut, while life insurance policies have 





been the one form of property that has 
not only maintained its par value but 
has increased its market value by con 
tract guarantee. The appreciation of 
this fact by the public is evidenced 
through the growing demand for policies 
providing personal income enjoyment at 
ages 55, 60 or 65, and the unprecedented 
increase in the request for single pre- 
mium and annuity forms of coverage.” 

Mr. Hunt stated he had found a more 
optimistic outlook in the east and mid- 
west and quoted business conditions in 


industry and manufacturing in New 
England to show a marked improve- 
ment along many lines in the latter 
territory. 


Sees Great Period of 
Expansion Just Ahead 


“In my opinion,” said Mr. Hunt, “we 
are approaching a period of life insur- 
ance expansion the magnitude of which 
will dwarf all previous achievements. 
Your business field is the most stable 
and satisfactory field to be found in the 
nation today. There is a feeling of 
growing optimism in the air. The past 
three weeks have seen an upturn in the 
production of business for nearly every 
company. Well thought out. properly 
presented proposals should win favor- 
able decision. No other institution can 
offer the financial guarantee to the men 
and women of America that you can 
provide.” 








HOW A 


Millionaire Answers 
‘“I’d Like to Think It Over’’ 


tells me he would 
like to “think it over,” | usually tell him 
that | think he is right; and that he 
should think it over in order to do jus- 
tice to himself, and he should not de- 
cide such an important matter in a few 
moments. I then ask him if he expects 
to be in his office at a certain time, for 
1 wish to send in a doctor to look him 
over. Then I explain to him that | 
think it would be a great waste of time 
for him and a waste of time for me to 
look him up, unless he can pass for the 
insurance. I further tell him that if he 
takes the examination and does not do 
anything about the matter, there is no 
obligation to it. If he can pass, I know 
that | am working on a good prospect, 
and he will know that he is in good con- 
dition 

I find that this suggestion is well re- 
ceived in the great majority of cases 
and I have learned from experience that 
the average man will not go through 
with the examination unless he is seri- 
ously considering the matter. In other 
words, if he is just stalling such a sug- 
gestion will invariably “find him out.” 
Lawrence E. Simon, New York. 


When a prospect 


tal agreement or trusteeship on it and 
continue it there so long as | may have 
any need to continue it there, | have 
from start to finish an interest in the 
company’s investments. 


Cons:ders It the Most 
Permanent Property 


“Life insurance to me is the most per- 
manent property in existence. | don't 
say that it is necessarily desirable that 
a man continue his property in kind, 
pass it in kind, or keep it in kind for a 
period of 75 years; I merely say that life 
insurance is the only means by which 
it can be done. I might buy bonds to- 
day and they may be anything except 


bonds when, as, and if that value gets 
to my family. 

“I don’t think that statistics are al- 
ways accurate. Nevertheless | could 
take statistics and prove that it is a 
20,000 to one shot that a man will not 


leave an estate; and yet it seems to me 
that it is the easiest thing on earth for 
a man to acquire and leave an estate. I 
have never seen any one in my life who 
I didn’t believe could acquire an estate. 
Chat is a relative thing, of course, but 
any one who wants to, can have a mar- 
gin as he goes along, year after year, 
between the income he receives and 
what he uses for his current purposes 
and if he can invest that in something 
permanent and is able to go through 
these three separate processes he can 
certainly leave a permanent estate.” 


Provides Three-Year Course 


The new syllabus for examinations of 
the Institute of Chartered Life Under- 
writers, which is affiliated with the Life 
Underwriters Association of Canada, 
provides for three-year examinations, 
the fundamentals and life insurance law 
being completed in the first two years. 






















































































Skill in Selling 
Due to Practice, 
Clay Hamlin Says 








Clay M, Hamlin, who won fame as a 
personal producer at Buffalo before he 
became general agent there for the Mu- 
tual Benefit Life, drew a record crowd 
when he adressed the Chicago Associa- 


tion of Life Underwriters last week. 
Mr. Hamlin said people must believe 
that the sun will shine again. They 


have gone through too much in this de- 
pression to give up hope now. He said 
that anyone who will look about and 
pick out the stable institutions will ob- 
serve that they are institutions which 
have developed a capacity for continu- 
ous performance. He said that individ- 
ual to become stable must also develop 
the capacity of continuous performance. 
Not the capacity of keeping in motion, 
but .of continually performing those 
things which he has learned to be neces- 
sary to accomplishment. 


Not Enough Time Spent 

on Firing Line 

He said that too much time is spent 
in planning and too little on the firing 
line. “Does skill precede or come sub- 
sequent to going to bat thousands of 
times,” he asked. Skill in selling comes 
from practice. In life insurance there is 
too much training and not enough work. 
He quoted Walter Johnson, the famous 
baseball pitcher, who said the only way 
he knew to keep in form was never to 
get out of form. 

Mr. Hamlin quoted J. B. Duryea on 
the four reasons for life insurance. 1. 
Guarantee of completion of plans; 2. Its 
value as property; 3.Ease and economy 
of transfer; 4. Advantages of trustee- 
ship and management. 

He told of a Buffalo man who died in 
1928 and left a $100,000 estate plus 
$100,000 life insurance. The estate was 
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worth $100,000 and yielded $5,000 a year. 
Now it is worth from $25,000 to $30,000 
and yields a little over $2,000. The life 
insurance is still worth $100,000 and is 
giving the same yield as in 1928. 
Life Insurance in 

Favorable Comparison 


He does not believe in offering cheap 
insurance. Single premium endowment 
is a good thing to offer and her 


the agent sells it or not doesn _ke 
any difference. He told of 24 ring 
$100,000 single premium endowment, 


premium $80,000, which with dividends 
left to accumulate, would be worth in 10 
years $120,000. One man to whom he 
made this offer demurred at the small | 
appreciation. This man had taken a 
small sum of money and at the time 
of the interview had an enormous appre- | 
ciation. Recently the same man looked | 
over his investments and found that they | 
were hardly worth what he had put into | 
them. 

On the question whether it is really 
necessary to put in one hour of prepara- 
tion for each 5 minutes of interview he 
said it may not be necessary but it is 
much safer. 

Asked when and how he gets a settle- 
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Phonograph Sales Talk 
to Be Used in Newark 





ment Mr. Hamlin said he never allows 
a prospect to talk about the cost until 
he is sold. He said that men do things 
they must do or want to do, and when 
they are sold the settlement is a detail. 

There was much interest in his an- 
swer to the question of what line of ac- 
tion to take when the prospect says, 
“I have a good friend in the business.” 
He said he is perfectly cold blooded 
about that. If the question ever comes 
up he asks plainly if he will get the 
benefit of his work in case a purchase 
develops. He said this has saved many 
misunderstandings and occasionally has 
saved a lot of work where the obstacles 
to giving the insurance to anyone but | 
the friend were insuperable. 








NEWARK, Nov. 25.—A unique 
sales plan was worked out at a 
meeting of the Newark agency of 
the Sun Life of Canada. A blank 
disc was installed in a phonograph 
and a full record made of the ad. 
dresses made, including the one 
made by George H. Harris, home 
office educational director. The 
disc will be developed and dupli- 
cates made for all members of the 
agency so they can put it on a 
phonograph and allow their pros- 
pects to listen to a general sales 
talk on life insurance. The idea 
was suggested by E. C. Hoy, New. 





in More Heavily Settled Cities 














ark manager. 

Annuities find their greatest sale in 
centers of heavy urban population, Lin- 
coln National figures show. An ex-| ties for the Lincoln Nationa! for th 
ample of the acceptance of this class of | year, Seventeen out of the 20 wane 
investment by the city dweller is pointed | placed in or in the vicinity of lar : 
out by the listing of the 20 leading sales | cities. Kansas City, Philadelphia, a 
leaders on single premium life annui- | Angeles, Fort Wayne, Cleveland, Akron, 


Chicago, Newark and Pittsburgh were 





Opens Way for Twisters 


among the urban centers represented on 
the list. Taken by states, all listed, with 
the exception of two, were in heavy, 
population areas. 











Every company is confronted with twist- 
ing these days on account of the numerous 
loans that are on policies. This opens 
the way for a twister to get in some 
fine licks. He will tell the policyholder 
that he is foolish to keep on paying in- 
terest on the loan because his equity in 
the policy is reduced and therefore the 
amount of his insurance is cut down less | 
the amount of the loan. If he has a 
loan of $250 on a $1,000 policy the 
twister will tell him that he is paying a 
full premium on $1,000 insurance al- 
though he only has $750. The reasoning 
appeals to the policyholder. He is likely 
to drop his insurance, let the loan go 
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Back 


of the Guaranty Life is Found 


The impregnable Legal Reserve System 

A strong financial foundation 

The well seasoned Iowa insurance laws 
Discriminately selected investments 

A representative Board of Directors 

An experienced Home Office management 
Modern and liberal policy contracts 

Officials who know the problems 

An enthusiastic and hard working agency force 


These constitute the very elements of perma- 
nency and progressive development. 
company that is growing. 


Desirable agency connections available in 


Iowa 
Munesota 


Lee J. Dougherty, President 


Guaranty Life 


Davenport, Iowa 


Tie toa 


Colorado 
Ohio 


Insurance Co. 








If a conclusion is to be drawn from 
these observations, it might well be 
[he people with money who live in 
cities are more closely in touch with the 


and take out a new policy. Some com- 
panies are carefully going over their own 
business and anticipating the twister by 


having the facts plainly stated to the Lemania ane 4 ae 
policyholder. He is told that his own | "#74T@S accompanying the safe invest- 
ideiniew qan.do mete for bien than aaw ment of funds, and are consequently 
other company. A number of com- | '@¢tings more rapidly to the certainty 
panies are pasting on the policy jacket a and — aire cenees by the annuities 
’ and investment contracts of life insur- 


warning against dropping one policy to 
take out another. Other companies are 
sending a warning with premium notices. 


ance companies. 


The holding of business on the books, Superintendent A. E. Blotter of Pitts- 
especially where there are lo burgh, No. 5 of the Prudential, has been 
P e e loans in- transferred to Tarentum, Pa., in the 


volved, is one of the real problems which | same capacity 
are confronting men in the life insurance | by the retirement 
business today. W. Loynd. 


to fill the vacancy caused 
of Superintendent J 











A Warm Welcome 


Amid the luxury and beauty of | pooms | 


The Roosevelt you will find a warm | 
welcome, a hearty home-like hos- NOW | 


pitality—and a service that has as low as 
won for this modern hotel in $3.00 
quaint, historic old New Orleans al 


the reputation and patronage it | 
deserves. 


SEYMOUR WEISS, Vice President and Manager 









oosevelZ 


NEW ORLEANS 


WV, 




















10 to 1 








YP Oem t 









































you don't read 


41 a s ti 
Hints to Housewives 


Yes sir, we're willing to bet you don’t read “Hints to 
Housewives’ and the woman's section of your daily 
newspaper. Yet because of that do you refuse to read 
a newspaper? Of course not, because there's plenty 
of other news that really does interest you. 


We don’t say you'll read every article that appears in 
the life edition of The National Underwriter but, like 
your newspaper, there's plenty of articles each week 
that will interest you and which you will want to read. 


You should read at least one paper covering the business 
which provides your bread and butter. These days it's 
vitally important for you, as an insurance man, to know 
what is happening in your business. 


The National Underwriter, the leading insurance news- 
paper, is one paper that interestingly gives you the latest 
insurance news written and presented in a manner that 
will appeal to you. Know about your business! Read 
The National Underwriter. This coupon will put your 
name on our mailing list. 


The National Underwriter, 
175 W. Jackson Blvd., 
Chicago, Ill. 


life edition. Bill me for $3 later. 
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It sounds good. Enter my subscription to The National Underwriter, 















































A Few Policy 


Contracts 
Endowment at Age Sixty-Five. 


Multiple Option (Coupon Pol- 
icy). 
Central Life 
dinary Life 
Modified Ordinary Life. 
Modified Term Expectancy. 
Continuous Monthly Instalment. 
Guaranteed Retirement Income 
at ages 55-60-65. 
Juvenile Twenty Pay Endow- 
ment at Age Eighty-five. 
Juvenile Endowments maturing 
at any specified ages between 
sixteen and twenty-one. 

Five Year Term With Automatic 
Conversion to Ordinary Life. 
All regular Policy forms written 
in addition to above special 

policies. 


Select Risk Or- 


Location 
The Home Office of the Central 
Life is located in the Central Life 
Building at 720 North Michigan 


Avenue, Chicago, occupying five 


floors of a sixteen story building 
owned without incumbrance by 
the Company. 


Our Central location enables us 
to serve promptly all territories. 


Affiliations 

OUR PROGRESSIVENESS is 
manifested through our active 
participation with co-operative 
groups interested in the modern 
trend of Life Insurance. The 
Company or its officers are mem- 
bers of the following: 
Life Presidents’ Association 
Life Insurance Sales Research 

Bureau 
Life Agency Officers Association 
American Life Convention 

a. Medical Section 

b. Legal Section 

c. Office Management Section 
American Institute of Actuaries 
Actuarial Society of America 
Association of Life Underwriters 
Life Office Methods Association 
Life Office Management 

Association 


Clubs and Contests 
The One Hundred Thousand 
Dollar Club—the Aristocracy of 
the Central Life. 


The Marathon Club—The App- 
a-Week Producers of the Com- 
pany. The Company believes in 
occasional Contests so arranged 
that large and small producers 
alike can win. 
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CENTRAL LIFE 
INSURANCE 
COMPANY 
OF ILLINOIS 


CHICAGO 
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ALFRED MacARTHUR $: 
mR. BRR tt ltl 


President 
Vice President 


HE Central Life Insurance Company 

is agency-minded. Aggressive field 
trained executives with years of actual 
experience behind them direct this 
twenty -two-year-old organization. 


The remarkable strides in growth taken 
by this Old Line Legal Reserve Company 
are attributed largely to the harmony 
existing between the Home Office and 
the field. 
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Underwriting 
Facilities 


Participating Life Insurance. 


Non-Participating Life Insur- 
ance. 
Annuities—immediate and de- 
ferred. 


All Non-Participating policies 
participate when paid up. 

A broad selection of policy con- 
tracts. 

Policy contracts free from restric- 
tions. 

Policy contracts free from tech- 
nicalities. 

Cash value available at the end of 
second year. 

Automatic premium loan privi- 
lege keeps business in force, 

Juvenile policies. 
Issued from birth. 
Full benefits at age five. 
Settlement options unbeatable. 

Age limits one day to sixty-five. 

Non-Medical business up to three 
thousand dollars. 

Excess interest paid on funds left 
with the company. 


Agency Contract 


Liberal First Year Commissions. 

Non-forfeitable renewals. 

All contracts direct with com- 
pany. 

Home Office Agency. 

Service Department. 


You Can Meet Com- 
petition With These 
Strong Contracts 


Special Select Risk, 

Ordinary Life Non-Participating 
Rate Age 35—19.71 

Modified Term Expectancy 
Rate Age 35—14.03 

A special 31 year term policy 

with cash, loan, paid-up and ex- 

tended insurance values, conver- 

sion privilege without examina- 

tion within 26 years. 


Educational 
Department 


A thorough training course for 
the new man. 

Group meetings held at intervals 
at the various Agencies. 

Definite training for Agency 
Managers. 














